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FLUORESCENT LIGHTING Choose Certified Fleur-O-Liers 

. . a ; for 
Specify FLEUR-O-LIER fixtures oo certified by world-famous ae aay 
Electrical Testing Laboratories as meeting 50 rigid speci- Tecshittier aad Sater 
fications set up by MAZDA lamp manufacturers to assure Roos af Malessnemce 
better light and better service. Efficient Lighting Performance 
They're GUARANTEED! Certified FLEUR-O-LIERS are guaran- Dependable Ballasts and Starters 


High Power Factor (85% or over)— 


teed by their manufacturers to be free from any defects in fi oor J : 
. > and 44 other rigid specifications 


materials, workmanship or assembly for 90 days. 





You get a WIDE VARIETY! Choose from over 100 different indus- 7 Certien = 
trial and commercial FLEUR-O-LIER designs—now available LOO 
to help you get fluorescent lighting fitted to your specific needs. for this tag 
; , . Insist on it! 
Get GOOD ADVICE. Be sure your fluorescent lighting is Ss ditenailin 
properly installed. Your local lighting company will be xutee, Seetied, ho srmond to RESCENT Lamps 
glad to give you expert advice on how to get the most out statin OL TERS "Nl tasoeatonns 
of your investment in fluorescent. +> 
And when you buy fluorescent fixtures insist that = nn oes 
Ht Chern atom mc me emer eee 
they carry the FLEUR-O-LIER tag at the right. © ree san et ao 


WER Facto 


meee ae a eer ae Ss = 
TEAR OUT AND MAIL | 
E L £ U 4 * @) fa i ) E R Fleur-O-Lier Manufacturers + 2121 Keith Bldg, Cleveland, Ohio 
Please send me FREE new booklet “50 Standards 
for Satisfaction,”’ together with list of Fleur-O-Lier | 
paclurt/es manufacturers : 
— 


Name 





Participation in the FLEUR-O-LIER MANUFACTURERS’ program is open Address 
to any manufacturer who complies with FLEUR-O-LIER requirements 
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Sabotage No, we could never be classified as an 


alarmist, but current events are daily piling up new 
reasons why there must be expected an increasing flow 
of attempts at sabotage—sabotage of our country’s 
productive facilities, of our lines of communication and 
transportation, of our public utilities. 

The surest and least expensive way of reducing the 
chances for successful sabotage is to erect or install 
every available safeguard so that the potential saboteur 
may be detected before he can do any damage. 

For that purpose, the electrical industry offers many 
devices and lines of equipment, each designed to do a 
specific job, each tested and found efficient, effective 
and dependable, each readily obtained through the well- 
stocked electrical wholesaler. 

Furthermore, the salesmen who represent electrical 
wholesalers constitute the one national group whose 
members visit regularly every important factory, be it 
large or small. They must be considered as ready, able 
and willing agencies, through which knowledge and 
expert advice on available means for protection against 
physical sabotage can be conveyed to plant executives, 
engineers, superintendents, purchasing agents in all 
parts of the United States. 

To give momentum to a national campaign for ade- 
quate plant protection against sabotage, and to assist 
electrical wholesalers’ salesmen everywhere in becom- 
ing more fully versed in the proper application and use 
of available protective devices, we are presenting in this 

ssue a group of timely feature articles on protective 
levices. 

For these we bespeak careful and undivided atten- 
tion so that every reader may become an expert in 
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Electrical Plant Protection. By carrying that message 
to industry, we will aid actively in promoting speedy 
and uninterrupted execution of the National Defense 
Program and in protecting our productive facilities for 
all purposes and future use. 
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Empty Reels Historical research probably would 


disclose that some authenticated occurrence formed the 
basis for that old old jingle, (credited to Benjamin 
Franklin) running in part, “For want of a nail the 
shoe was lost; for want of a shoe the horse was lost; 
for want of a horse the rider was lost.” 

There is no single class of products so vital to every 
branch of peace time, defense or war production as is 
wire—from the finest magnet to the huge C M cables. 

Reels must be used for their handling and for con- 
venient transportation to point of use. Reels are ex- 
pensive and their cost is such that if they were sup- 
plied for only one-time use, this would add materially 
to the final price of wire, at the same time causing a 
deplorable waste of perfectly good equipment. 

So the industry is set up to supply wire and cable at 
lowest possible prices by using the reels over and over 
again, and that plan calls for cooperation from every 
user of reel-wound wire and cable. 

Manufacturers are asking that wholesalers and their 
salesmen become more reel-conscious, that they make 
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..HE SELLS Bull Dog 
Engineering Installa- 
tions for you-YOU 
SELL Bull Dog Standard 
Products for him 


There are two sure ways you can help 
this Bull Dog Sales Engineer build 
bigger profits for you—first, by keep- 
ing plenty of pressure behind Bull 
Dog Standard Products, and second, 
by carrying an adequate stock at all 
times. 

When you do these two things, you 
give him more free time to sell Engi- 
neering Installations for you. 

, + Then, when the Bull Dog Sales 

BULL 006 ¥ Engineer places an engineering order 
through you — you not only get the 

profit on that order, but you get a 

constant outlet for additional equip- 
ment and for Bull Dog stock items. 

So we say — you can’t lose when 
you put your efforts behind the Bull 
| we. Dog Sales Engineer—for every instal- 
lation he sells is a double-barreled 
profit-builder for you. 
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Our new 1941 Catalog on Bull 
Dog Standard Products has been 
mailed to electrical users and 
buyers. So put your best efforts 
behind these stock items and 
thus help our Sales Engineers to 
help you 


BULL DOG 


ELECTRIC PRODUCTS CO. 


DETROIT, MICHIGAN 


“A 
Bull Dog Electric Products of 7 aa 
Canada, Ltd., Toronto, Ontario fe ° ( 
} 
te 





MANUFACTURERS OF Vacu-Break Safety Switches, Circuit Master and SafToFuse Panelboards, Switchboards, Duct Systems—FOR LIGHT AND POWER 
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it part of their jobs to see that reels are shipped back 
JUST AS SOON AS EMPTY. QOne manufacturer (General 
Cable Corp.) even made this plea the subject of a 
commanding advertisement in leading trade magazines, 
including WHOLESALER’s SALESMAN (May 1941). 

Don’t give future jingle-writers a chance to add— 
“For want of reels our freedom was lost.” 

Defense needs Deliveries. Deliveries require reels. 
Return your empty reels at once and see that your 
customers do likewise. 
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Tighter Terms As an antidote against dangerous 


expansion of consumer credit, administration officials 
have requested that installment terms be tightened 
forthwith and various retail groups are cheerfully fall- 
ing in line. 

Already the National Retail Credit Association, at 
its recent annual convention, adopted recommendations 
for a 20 per cent down payment on installment pur- 
chases. Maximum terms were proposed on different 
product groups such as: Electrical refrigerators, 16 
months; radios, 10 months; other electrical appliances. 
8 months. 

In Chicago fifteen large department stores, furniture 
stores and mail order houses adopted less drastic 
terms, calling for deposits ranging from only $1 on 
installment purchases of $30 to a $7.50 deposit on items 
selling at over $100. 

In any event, the move is in the right direction, 
should not be expected to curtail purchases in times 
like these, as long as the goods are available. 
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M. E. W. A. Look again. That first letter really 


is “M” and it’s not a mistake because we refer to the 
Motor and Equipment Wholesalers Association. 

A recent mail brought us copies of the second group 
of three folders in connection with the “LIBERTY AND 
INDEPENDENCE” campaign which that association is 
sponsoring. 

Those folders are well done, present some powerful 





arguments in behalf of the “jopper”, and we hope that 
they will get the wide distribution they deserve. 
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Retailing Boom We do not venture any predic- 


tion as to the probable total sales volume of retail 
stores in 1941, but it is safe to state that a boom in 
retail sales is brewing. 

For the whole country, department store sales in 
1941, as compared with the same period of 1940, were 
20 per cent ahead in May, 24 per cent more in April, 
15 per cent higher during the first 5 months. 

Elmira, N. Y.; Charleston, S. C.; Norfolk, Va.; 
Louisville, Ky.; Springfield, Mo.; San Diego, Cal.: 
and Tacoma, Wash. scored gains of over 30 per cent 
compared with the first 5 months of 1940. 

When retail money is as loose as those figures in- 
dicate, electrical contractors and dealers too are bound 
to hit new high records. We may expect record- 
breaking Fall and Winter sales of all types of electrical 
appliances. 

The time for planning stock orders, sales and pro- 
motional activities is Now. 
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Wage and Hour Law Revising a previous in- 
terpretation, General P. B. Fleming, Administrator of 
the Wage and Hour Division of the U. S. Department 
of Labor, announced on June 16th 1941: 

The division “will not regard any establishment ex- 
empt as a retail one unless at least 75 per cent of its 
sales are retail. Where wholesale, commercial and in- 
dustrial sales, non-retail in character, total more than 
25 per cent, the 40-hour week and the 30-cents-an-hour 
minimum wage will apply.” 

\t the same time, the Division will broaden its con- 
cept of a “retail sale.” As a result, some sales to 
industrial or commercial purchasers may be included as 
retail in determining the status of an establishment 
under the wage and hour law. 

These sales must be of articles commonly sold both 
to business and private purchasers and must be in a 
quantity or at a price similar to sales to private pur- 


chasers. 
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By "The Man with the Panama Hat'’ 


FIELD OFFICES Priorities problems will not call for 
a special trip to Washington, once the Priorities Di- 
vision’s Field Organization is functioning, as now 
planned by E. R. Stettinius, Jr., Director of Priorities 
of OPM. 

Regional offices have been opened in Boston, New 
York, Philadelphia, Chicago. Others will be opened 
soon. Their managers will be equipped to advise busi- 
ness men on procedure to be followed in making appli- 
cation for preference ratings, the proper method of 
filling out forms and questionnaires, methods to be 
used in adapting their business practices to new con- 
ditions, and on any other questions arising in connection 
with the priorities system. 


PINCERS Among key officials, one still hears the 
same line about not wanting to neglect civilian needs, 
about not wanting to disrupt industrials making non- 
defense products, about supplying current consumer 
wants, but inexorably the priority pincers are trim- 
ming down the supply of materials that are the 
backbone of many factory operations. We know those 
officials are sincere, but—defense requirements must 
come first. 


SHIPPING JAM On top of the already acute short- 
wes of materials, priorities problems and what have 
you, a transportation shortage looms in the not-too- 
listant future, with rail car priorities in its wake, and 
ivilian goods the first to feel the strain. 


STRETCHING RUBBER For 1941 a surplus in avail- 
ible stocks of crude rubber is expected, but shipping 
So—to stretch 
stocks on hand, processors are being put on rations 
based on the monthly average consumption during 12 
nonths ending March 31st 1941, with 94 per cent of 


roblems may affect future receipts. 
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average allowed for August, and tapering down to only 
80 per cent for December 1941. 


HOPEFUL SIGN Earnest desire to reduce red tape 
wherever possible is reflected in Priorities Division’s 
revision of requirements under General Metals Order 
No. 1. It provides that the customer no longer will 
need to file monthly statements with the division, but 
only with his suppliers. 


PRICES Increases of prices at the source of various 
key products have been comparatively few because 
manufacturers have been requested to and are taking 
the losses caused through higher production costs— 
mostly labor. 

ut increases at point of use are growing too rapidly. 
Expect some special legislation to stop price profiteer- 
ing and don’t be surprised if Mr. Henderson’s OPACS 
puts hundreds of spotters in the field to find the guilty. 


HOUSING Vice President Henry A. Wallace told the 
National Committee on the Housing Emergency that 
“certain types of housing deserve to rank with the 
speedy building of bombers and ships.” 

More will be said on this subject. Building of ex- 
pensive residences may be curtailed and even stopped 
and—certain types of rent controls in critical areas (by 
Mr. Henderson’s OPACS) are getting near to being 
just around the corner. 


WRITE if you want specific information on some 
matter handled in Washington. Address your letter 
to: Washington Straws, c/o Wholesaler’s Salesman, 


330 West 42nd St., New York, N. Y. 














INSURE FLUORESCENT LIGHTING RESULTS 


REATER efficiency, improved workmanship, less eye-strain are 

recognized benefits of fluorescent lighting. To insure the utmost 
in fluorescent lamp performance, experienced lighting engineers and 
contractors select Jefferson Electric Ballasts because of their correctness 
of design and dependable uniformity . 

That these qualities are widely recognized is attested by the fact that 
over half a million Jefferson Ballasts have been installed during the 
past year... They are made for fluorescent lamps of all capacities 
up to 100 watts, fully described in Bulletin 411-FL ... JEFFERSON 
ELECTRIC COMPANY, Bellwood (Suburb of Chicago), Illinois. 
Canadian Factory: 60-64 Osler Avenue, W. Toronto, Ontario. 


JEFFERSON 


ELE “ELECTRIC iC 
FLUORESCENT LAMP 


BALLASTS 
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Business Index 
For the Month of May 1941 


SALES After scoring substantial gains for four suc- 
cessive months, the sales of 346 electrical wholesalers 
for May reflect a flattening off at approximately April 
levels, our index showing May 1941 sales only 6 points 
above April and yet 58.1 points above May of 1940. 

While the latter figure represents a slow-up from 
the hot pace set by April when sales ran 65.1 per cent 
ahead of last vear, this should not be considered the 
beginning of a period of definite declines but rather as 
the settling down to a pace that might reasonably be 
sustained. 

Certain materials shortages and priorities not with- 
standing, it is still apparent that sales for the rest of 
1941 must average at least 50 per cent above 1940 
totals, because government Defense spending has not 
vet struck the pace that, once reached it may be ex- 
pected to maintain, well into 1943, even if we do not 
join up in the shooting war. 


INVENTORIES With 289 firms reporting their inven- 
tory figures at the end of May, the total for the country 
was only 0.8 per cent below that for the end of April. 
The showing of such a slight decline after a month that 
brought a 6 point rise in sales, justifies the conclusion 
that wholesalers incoming stocks, in cost value at least, 
practically equalled outgoing shipments. 

Compared with a year ago, 1940, May inventories 
were 30.6 per cent higher, which makes May the third 
consecutive month which left inventory values for the 
whole country hovering around the 30 per-cent-above- 
last-year level. 

However the trend of regional spottiness in inventory 
levels, which first appeared in the April reports has 
hecome more pronounced, and the end of May found 


wholesalers in eleven regions with lower inventories. 


COLLECTIONS Accounts receivable, reported by 320 
firms, as of May 1, 1941, totaled $41,118,000, which 
was 8 per cent more than those of April 1, 1941 and 
stood 52 per cent above May Ist 1940. 

Collection percentage for May was 81 against 87 for 
\pril, with outstanding accounts averaging 37 days 
compared with 34 for April. 


SOURCE These monthly reports covering the business activi 


ties of electrical wholesalers throughout the United States are 
collected and com.1led by The Bureau of the Census and the 
Bureau of Foreign and Domestic Commerce of the U. $ 
Department of Commerce, and underwritten in part by WHOL! 
SALER'S SALESMAN—A McGraw-Hill Publication 
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OW, more than ever before, 





quality in electrical wires 
and cables assumes a role of 


major importance. 


Confidence in the depend- 
ability of General Cable products 
is an important asset to distrib- 


utors of electrical wires and 


cables. 


General Cable products 
are distributed through estab- 
lished electrical wholesalers 





every where. 





The General Cable Sales Offices are a nearby source of sales 
assistance: Atlanta, Boston, Buffalo, Chicago, Cincinnati, 
Cleveland, Dallas, Detroit, Houston, Kansas City (Mo.), 


Los Angeles, NewYork, Philadelphia, Pittsburgh, Rome(N.Y.), 
St. Louis, San Francisco, Seattle, Washington (D.C.) i 
; 





Cc & B 
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REGIONAL ANALYSIS 


\ \Y performance records nationally reflect a certain 
| degree of stability that augurs well for future pros- 
pects, but analysis of regional figures indicates that 
some sections appear to be approaching a somewhat 
dangerous lack of balance between current trends of 
sales and inventory figures. 

For instance, reporting wholesalers in region 11, the 
State of Ohio, show May inventories 22.1 points down 
from April with sales only 6.2 points higher, indicating 
that in this region, which is geographically located 
within easy shipping distance from most of the manu- 
facturers, the volume of incoming replacement stocks 
failed to offset wholesaler’s outgoing shipments. Simi- 
larly in regions 1, 3, 9 and 15 inventory replacements 
appear to be slowing up. 

In contrast, the wholesalers operating far from nor- 
mal supply bases, those in Southwestern, Rocky Moun- 
tain and some Pacific Coast States appear to have 
achieved some slight degree of stability of operation 
despite certain materials shortages. At least our figures 
for regions 17, 18, 19 and 20 show that for several 
months the value of inventories has moved closely 
within the same comparative range of fluctuations as 
was reported for sales volume. 

In region 14, (Minnesota and North Dakota) where 
May sales were 44.7 points down from April, the inven- 
tories rose 21.7 points, this divergence inviting the 
question whether losses of sales might have been suf- 
fered through lack of certain lines of materials that were 
not among incoming shipments. The same question pre- 
sents itseli—when figures from several other regions 
are studied. 

Significance must be attached to the fact that after 
three months, during which the sales volume in prac- 
tically all regions successively exceeded that of the 





MAY, 1941 


Figures in this table apply to regions as 
outlined and numbered on map above 








SALES INVENTORIES 
MAY, 1941 , MAY, 1941 
Compared in “% with Trading | Compared in “% with 
Region 
April May (See Map) April May 
1941 1940 1941 1940 
120.4 200.6 1 99.2 125.5 
96.0 162.9 2 102.8 123.2 
111.8 149.4 3 98.2 135.2 
97.6 155.9 4 97.9 115.1 
110.1 163.2 5 103.2 133.9 
99.0 181.2 6 111.2 165.4 
109.6 173.8 7 96.2 142.1 
114.2 156.0 8 107.7 130.8 
95.8 158.5 92.6 123.5 
93.0 147.8 10 103.0 134.1 
121.4 201.6 11 83.5 146.1 
110.6 149.6 12 101.0 133.1 
103.6 154.7 13 97.6 125.3 
87.2 140.9 14 109.8 125.9 
106.7 128.0 15 92.3 114.0 
97.0 146.4 16 94.5 117.0 
106.1 129.1 17 100.7 129.5 
117.9 135.9 18 102.7 111.8 
95.2 155.3 19 109.6 134.1 
115.5 131.2 20 100.6 132.2 
114.9 161.9 21 97.6 135.4 
102.2 169.0 22 94.3 133.1 
For 
106.0 158.1 U.S. A. 99.2 130.6 

















previous month, the May sales in eight regions show 
declines ranging from only a 1 per cent drop in region 6 
(Maryland and District of Columbia), to a loss of 12.8 
per cent in region 14 ( Minnesota and North Dakota). 
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ADEQUATE WIRING takes to 
throughout the country. 
some industry activity, and this past month when Graybar trucks travelled 


the streets, they were reminding 
adequate wiring. 



























































the road on all of Graybar’s trucks 
Each month the trucks carry a poster selling 


the public of the many benefits of 





. . . 
Adequate Wiring Doings 

The adequate wiring program con- 
tinues its steady forward climb with 
two new groups, Electrical League of 
Rhode Island and the Kalamazoo 
(Mich.) Adequate Wiring Committee 
being licensed to operate the Certifi- 
cation Plan in their respective terri- 
Now 51 groups throughout the 
country are issuing Adequate 
Wiring Certificates. 

Demonstration Caravan of the 
Rocky Mountain Electrical League is 
now on the road with pictures, charts 
and demonstration equipment to spread 
information on adequate wiring and 
fluorescent lighting among inspectors, 
contractors, builders, etc. The League 
promoting adequate wiring 
through advertisements in some 100 
In Denver, a 50-foot 


tories. 


entire 


ls also 


newspapers. 


illuminated billboard is putting across 
the adequate wiring message. 

\ six-months’ drive is under way 
in New Orleans sponsored by the Elec- 


\n intensive direct 
mail campaign to operative builders, 
architects and individuals leads the 
drive. One of features is a bonus 
plan for electrical contractors who 
turn in adequate wiring jobs. 


trical Association. 


Wholesaler Stages 
Trade Show 


The Wholesaler’s belief in the effec- 
tiveness of a trade show in bringing 
manufacturers’ products to dealer at- 
tention was demonstrated by The 
American Electric Co. when it staged 
its 4th Annual Trade Show featuring 
lines which the firm handles 
tributor. 

On May 23 the show opened at the 
branch office at Wichita, Kan., with 
six hundred dealers attending. On 
June 6, the show was held at the 
home office, with four hundred dealers 


as dis- 
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coming trom five states—Kansas, Mis- 
sour!, Oklahoma, Nebraska, and Iowa 

Speakers of the afternoon discussed 
developments in fluorescent 
lighting, utility evaporative 
The evening session highlighted man- 
ufacturers’ displays, “Lighting Magic” 
and was topped off in a lighter vein 
with a floor show. 

The American Electric Company 
has been on the job supplying elec- 
trical equipment to the middle west 
since 1897, with headquarters at St 


Joseph, Mo. 


latest 


cor ylers. 


Campaigns Against 
Direct Buying 


The Wisconsin Radio, 
tion and Appliance Association, in co- 
operation with four other retail trade 
associations of Wisconsin, is carrying 
out a renewal of the campaign against 
direct buying, with upon 
the evil of purchasing for employees. 
A Wisconsin law enacted in 1939 re- 
stricts buying for employees by busi- 
ness and industrial institutions. 

The campaign has been conducted 
on two fronts. Associations cooper- 
ating have mailed a letter to more 
than 1500 leading industrial and com- 
mercial institutions calling their atten- 
tion to the unfairness of direct buy- 
ing. In addition, each association has 
reminded distributors in the respective 
fields of the existing law and has 
urged them to tighten up on direct 


selling. 


Refrigera- 


emphasis 


Graybar's 86th House 


DES MOINES, IA.—Graybar’s 86th 
house was opened here recently undet 
the managership of J. P. Lawton, 
formerly manager of the appliance 
department in the Chicago district. 

The branch covers in 
13,000 square feet of floor space, Car- 
ries a full stock of supplies and tele- 
phone equipment and is a fullfledged 
distributor of the Hotpoint line. 

L. E. Williamson, service super- 


excess OI 
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WRAPPING 
ROOM 


ALK TYPE segs 


} Blesalers’ 
Salesmen Are Finding Teletalk 
To Be a Good Commission-Builder 


TELET 





Ww Illustrated here is the wiring diagram of a Model 110 Teletalk System 
in operation in the office of the plant of Butter Krust Baking Company at 
Sunbury, Pennsylvania. 


This job was sold by an alert salesman of the Graybar house at Reading, Penn- 
sylvania. He made a good commission on this job. You can do it on similar jobs. 
Teletalk is not difficult to sell. Simply survey a prospect's place of business and 
make the recommendations which the requirements seem to indicate. 


Furthermore, Teletalk is regularly advertised in national business papers. More 
and more people in every line of business are becoming familiar with the name 
and familiar with the fact that Teletalk is the unquestioned leader in the rapidly 
developing field of amplified inter-communication. 


All businesses, professional offices, personal service organizations—all are 
prospects. Then, too, there are many electrical contractors who can make a 
profit on Teletalk, on its installation, and on the materials necessary for its 
installation. You can make still more commissions by lining up the electrical 
contractors in your territory. 


Licensed by Exectrical Research Products, Inc., under U.S. Patents of American Telephone and Telegraph 
Company and Western Electric Company, Incorporated 

WEBSTER ELECTRIC COMPANY, Racine, Wis., U. S. A. Established 1909. 

Export Dept.: 100 Varick St., N. Y. C. Cable Address: “ARLAB”, New York City 


WEBSTER ™ ELECTRIC 


“Where Quality is a Responsibility and Fair Dealing an Obligation” 
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isor, was formerly with the Com- 
pany’s Chicago office, O. B. Thorson 
will handle supplies, J. M. Ferguson 
ind A. W. Kruger will sell appliances. 


Bates Joins Fostoria 


E. L. Bates, senior partner of Bates 
and Company, Cleveland investment 
bankers, has resigned from that com- 
pany to direct sales for the Fostoria 
(Ohio) Pressed Steel Co. Mr. Bates 
has been vice president and a mem- 
ber of the Fostoria board for several 
years and has counselled on Fostoria 
sales problems at various times. 
graduate of the Harvard Business 
School, he was associated with the 
Union Trust Co., Chicago, early in 
his business career. 

Working under Mr. Bates’ supervi- 
sion in the sales department are Bur- 
tron Zook, manager of infra-red sales; 
J. E. Sump, manager of lighting sales; 


vio mm Tportant NFPA Meeting 
Discusses Fuses, Wire Sizes 





MOVING FAST with new faces plus additional lines is Chown Electric 
\ Supply Co., Portland, Ore. Now handling Hygrade-Sylvania and Square D. 
From left, Bevan Davies, salesman; Harold N. Taylor, buyer; W. E. 
Chown, owner; Sam Gaps, shipping clerk; June Mortensen, bookkeeper, 
salesman Frank P. Tracey was not present. 











Range Sales High 


Electric range sales continue to hold 


Electrical Committee of NFPA at Chicago meeting 


called be as 


Fae agg sh ge or ee provides interchangeability to non-tamperable fuses; 
cme nigh increase ove as year, 
with NEMA reporting that 18 manu- recommends simplification of standard wire sizes 
facturers sold 65,359 units in May, 


Se eee See . 3 
a 52 per cent increase over the 42,983 


sold during the rns Papeete last year. padre to electrical wholesalers nated Nos. 3, 5 and above 500,000 

ie br biel eo Bags gn aad their salesmen was the meeting C.M. . 7 
a cuties SRME atndied 105 397 ot the Electrical Committee of the Concerning intervals between code 
, ae biped, National Fire Protection Association revisions, it was decided to retain 
at Chicago last month, with its action the present three year interval. No 
nt | providing interchangeability to non- steps were taken to charge “the time 
on tamperable fuses through adoption of period between the meeting. of the 
«=. 5 the dimensions of the Bussmann electrical committee and publication 

S “Fustat” as standard. Bussmann of the code. 


1 


Manutacturing Co. opened the right 
to manufacture under ‘Fustat” pat- 
ents to manufacturers without royalty 
provided this fuse was adopted as 
standard, and fuses so made are listed 
by Underwriters Laboratories. \ 
committee has been named to arrange 
a suitable contract form for manu- 
facturers under these patents. 

A proposal submitted by the Na- 
tional Electrical Contractors Associa- 
tion which sought to eliminate five 
of the 19 wires recognized in the Code 
and replace them with a single new 
type R wire of smaller diameter than 


present, was not passed, but referred 





TUNING IN is James N. Roos, vice 


president and general sales manager 








of the Electrical Supply Co. New to a newly created commnittee for a 
Orleans. Jim started with the com- report early in 1942, The electrical 

pany 21 years ago in the receiving committee recommended NFPA in- BIG NEWS and it must be happy for 
department and with that his steady dorsement of the recent simplification Joe Schulte, who is general manager | 
advance got under way. of standard wire sizes which elimi- of Service Electric Supply, Pittsburgh. 





July 1941 — WHOLESALER’S SALESMAN 27 












THERE'S AN ORDER 
WAITING FOR YOU ON 
G-E NEON GLOW LAMPS 
AND YOU CAN FILL IT! 
































Applications like these can mean 


Plus Business for you! 

















ELECTRIC RANGES fitted with Glow PORTABLE RADIO SETS use Glow 

lamps to show when current is on lamps to combine off-and-on signal 

become more useful and economical. with a visual B-battery condition in- 
licator 























GLOW LAMPS make excellent pilot NIGHT LIGHTS — Homes, too, are a 


lights for soldering irons, glue pots, market for Glow lamps for night 
and other current consuming de- lights in bathroom, nursery, bed- 
vices, room, and sickroom. 
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EXIT LIGHTS — Red-sprayed Glow AS PANELBOARD INDICATORS Glow 

lamps provide excellent signals for lamps are useful to show whether 

exit lights and markers. panel is “hot” or not as a safety pre- 
caution, 








FIRE ALARMS use Glow lamps as pilot AS TEST LIGHTS, Glow lamps an 


indicators. Replacements are infre- swer questions about doubtful cir- 
quent; outage risks and maintenance cuits such as polarity, D.C. or A.C., 
expense are reduced. frequency, etc. 















EARLY every customer called on, whether 

he operates an office or apartment build- 
ing or manufactures radios, can use G-E Neon 
Glow lamps for pilot lights, exit lights, in- 
dicators, test lights, or other purposes. There’s 
plus business waiting for you on every call 
... if your house is stocking Glow lamps. 
Regardless of what items you're selling, tell 
your customers about these rugged, long- 
lived G-E Neon Glow lamps and ask them to 
buy! 
G-E Neon Glow lamps operate directly from 
commercial lighting circuits and so require 
no accessory devices. Because they use little 
current—from 1/25th to 3 watts depending 
on the type and size of the lamp—the heat gen- 
erated is extremely low. They withstand shock 
and vibration to an unusual degree and may be 
subjected to voltage variations without great- 
ly effecting either life or light output. Their 
useful life is 3000 hours. 
For the latest catalog sheet, giving full in- 
formation about G-E Neon Glow lamps, and a 
folder suggesting 24 uses for these lamps, 
write the address below. 





TYPICAL G-E NEON GLOW LAMPS 





[-2 


| 25th and 7-43 
| 10th watt l-4% 
4 watt 














NELA SPECIALTY DIVISION, LAMP DEPT. 


GENERAL @ ELECTRIC 
410 Eighth Street, Hoboken, N. J. 
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}rown to Steer IES 


October 1 will see the inauguration 

new officers recently elected to head 
up activities of the [luminating Engi- 
neering Society. Willard C. Brown, 
executive engineer of G.E.’s Nela 
Park engineering department, will suc- 
ceed A. D. Cameron as president. 

Other national officers will be: A. 
Dexter Hinckley of Columbia Uni- 
versity as general secretary; Gilbert 
kK. Hardacre, Public Service Co. of 
Northern Illinois, treasurer; Howard 
\f. Sharp, Buffalo, Niagara and East- 
ern Power Corp., as vice president. 

Among the regional vice presidents 
elected are: A. F. Wakefield, F. W. 
Wakefield Brass Co., Vermilion, Ohio, 
Great Lakes; O. P. Cleaver, West- 
nghouse Lamp Division, Bloomfield, 
N. J., northeastern; A. S. Turner, 
Ir., General Electric Co., Philadelphia, 
east central; R. M. Love, General 
Electric Co., Toronto, Canada, Ca- 
nadian. 


Paragon Moves 


\ modern brick and concrete build- 
ing will house the production facili- 
ties of the Paragon Electric Company 
at Two Rivers, Wis. 

The new plant covers over 25,000 
square feet of floor space—double the 
irea of the former plant. Consider- 
ible new machinery has been installed 
to make the company’s line of timers, 
time delay relays, time switches and 
related time control instruments. Ap- 
proximately three hundred people will 
be employed. 

Executive headquarters 
Chicago. 


s 


remain in 


Columbian Electric 
Expands 


\n eight-page newspaper and ac- 
juisition of a new store make hot 
news sent us from Columbian Electric 
Company of Kansas City, Mo. 

The new location, affording 15,000 
idditional square feet of space is oper- 
ited as a completely separate depart- 
lent—even to separate bank accounts, 
ind a different name. Walter Blue, 
olumbian’s general manager, carries 


the same title in connection with the 


ew store, and remains vice president 
nd treasurer of Columbian. 
The eight-page newspaper is called 


‘The Columbian News”. It is  pri- 
narily a dealer magazine, with news, 
features and even contests of interest 
to them. 
trade. 


Copies are sent free to the 








ATTENTIVE LISTENERS are L. E. 
Barrett, left, and R. C. Broyer of Bar- 
rett Electrical Supply, St. Louis, as 
Mackey of Westinghouse 
Lamps presents some interesting light- 
ing facts. Barrett is vice-president of 
the house; Broyer is treasurer. 


George 





BREAKING GROUND for Hygrade- 
Sylvania’s half-million dollar fluores- 
cent lamp plant at Danvers, Mass., is 
the company’s founder, treasurer, and 
board member, F. A. Poor. Mr. Poor 
did this spade work on June IIth 
and The Austin Co., builders, have 
told Hygrade-Sylvania that the plant 
will be ready for use in the fall. As 
reported last month, plant will con- 
tain 100,000 square feet of floor space, 
with a daily capacity of 100,000 fluor- 
escent lamps. Gentleman in left- 
background, holding two hats, is Vice 
President F. J. Healy. 
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Representatives Dinner 


SYRACUSE, N. Y.—Holding its 
final meeting of the season at the 
Hotel Syracuse, the Electrical Manu- 
facturers’ Representatives Club = ar 
ranged a special program, also in- 
vited the management of the following 
wholesale houses to the dinner—Bald- 
win-Hall Co., City Electric Co., Co 
duit Electric Supply, H. J. 


Estate, Gould-Farmer Co., Graybar 
Edward Joy Co., 
Supply Co. 


Westing- 


Electric, 
house Electric 


Gorke 


Henly Gets Trip 
GEENSBORO, N. 


counter salesman for 


Henly, 
Electric Supply 


and Equipment Co., and acting city 


C.—Roy 


salesman for several months, has done 
such a bang-up sales job on Hygrade 
Miralumes that he was given a trip 
to the factories at Salem and Ipswich. 


mW he’s back on the job filled with 


still more sales material for bigger 
selling. Only 20 years old, Roy has 


mighty good sales possibilities, Says 
his boss, H. M. Sutherland. 


Hooks Resigns 
at Wolverine 


\ssociated with Wolverine Tube 
Company since 1919, H. J. Hooks 
has recently resigned on account of ill 
health.” He was first with the com- 
pany as secretary and treasurer and 
later as president, served continu- 


] 


ously as a member of the board of 


directors and on the executive com- 


To fill the vacancy created, Charles 
C. Limbocher will serve as president 
npn 
In adaall 
chairman of the board, 
Klein has been elected to succeed Mr. 


Hooks on the board of directors. 


ion to his present office as 


George H. 


Associates Club 
Holds Annual Outing ; 


STATEN ISLAND, N. Y.—The 
weather man cooperated 100 per cent 
with the Electrical Associates Club 
(New York) for the big annual out- 
ing he Elks Club here on Saturday, 
th. This was the 14th year 
that the wholesalers and manufactur- 
ers of the New York area put on their 


sports clothes and left their ties at 


ing at 


home for a day of golf, baseball, races, 
] Day Was topped 
off with a full-course roast beef din- 
ner. Wholesaler Henry J. 


did a bang up job as chairman of the 


Baitinger 


outing which drew an attendance 
200 electrical men. 


Manning-Bowman Stages 
83rd Sales Meeting 


MERIDEN, CONN.—From June 9th 
through the 13th Manning—Bowman’s 
salesmen and district managers gath 
headquarters here for the 83rd 
nnual sales conference. New appli- 
ances including a two-slice automatic 
aster, percolator, heating pads, egg 
kers, bottle warmers, etc., were pre- 


(Continued on page 3/) 












AMERICAN 
AIR LINES 


SET BETTER LIGHT “at Ecoroncteably 


TO SPEED VITAL OPERATIONS 
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with IVANHOE 
“50 FOOT CANDLER” 
RLM Continuous Wireway 

FLUORESCENT 


"NERVE CENTER” of great American Air Lines at 

LaGuardia Field, N.Y. is this busy Reservation Room. ACO wei SYSTEM 
For maximum worker efficiency it is lighted with IV ANHOE 

"50 FOOT CANDLER"” recessed in the ceiling, providing 

fine, well-diffused fluorescent lighting. 








TODAY WITH DEFENSE IN THE DRIVER’S SEAT, THIS BETTER FLUORESCENT 
LIGHTING SYSTEM CAN GIVE YOU THE EDGE ON MORE JOBS AND BIGGER JOBS 


@ IVANHOE “50 FOOT CANDLER” went to work for Benefits like these build better business for you. 

American Air Lines quickly and economically. It IVANHOE “50 FOOT CANDLER” (the first RLM Con- 

can do as much for your e-Rearwcne ae ee tinuous Wireway Fluorescent Lighting System) 

lighting SYS % COGIMCSCS CH WARY. MS SUE os vou out of competition with fixtures—gives 

wireway contains up to 80 per cent of necessary ae : , : 
te, ee ~. Meg ts ~  youa decided edge on more jobs and bigger jobs— 

building wiring. Cuts installation costs from 30 : ‘ tegen 

to 50 per cent. Permits people to go right on work- and a real opportunity to work more closely wit 

ing while system’s going in. Maintenance? A qualified contractors for mutual profits. Write for 

cinch — with conveniently removable reflectors. Bulletin 1C today. 








tthe nani ialtahsal 





MILLER COMPANY 
MERIDEN, CONN. 
s in Good Lighting Since 1844 
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HYGRADE — she pion se 


YE GRADES 
ZW LIGHTING! © 





| Customer satisfaction is assured when you’re selling 


| quality- made, completely guaranteed fluorescent 
lighting fixtures-HYGRADE MIRALUMES! 


OU’LL make a lot more sales — and meet with 

a lot less sales-resistance — when you sell 
MIRALUMES! Because MIRALUMES offer an ex- 
clusive combination of advantages—which we are 
constantly hammering home to your customers in 
powerful national advertising! 
| Finer light (Hygrade’s patented lamp coating). 
| Trouble-free starting (Hygrade patented Mirastat 
starters). Lower maintenance (Hygrade’s easily de- 
mountable reflectors and sturdy lamp holders). 


MIRALUME C-205; 
200-watt unit; 


200-watt unit; 
4 40-watt lamps. 


| ns 


MIRALUME HF-201; 


4 40-watt lamps. 


Plus a complete guarantee covering every part! 

Hygrade Miralumes are better designed and en- 
gineered—quality manufactured—sold wired and 
ready to install, complete with superior Hygrade 
lamps— Underwriters Laboratory approved—high 
power factor—starters easily accessible—eligible 
for FHA financing. 

Write today for information on Hygrade Fluor- 
escent Lamps, Miralumes and Mirastats. Dep't WS7, 
Hygrade Sylvania Corp, Ipswich, Mass. 


MIRALUME F-235; 
235-watt unit; 
2 100-watt lamps. 





PROTECT AMERICA 


J. Edgar Hoover 


Director, Federal Bureau of Investigation 
U. 8S. Department of Justice 





NATION faces a_ desperate 

moment when its men and 

guns are called into action. It 
is in the period before this time, 
while the enemy is making every 
possible inroad upon our moral 
defenses, that the true battle takes 
place. That battle is now in pro- 
gress in America. 

Ours is a land of freedom, but 
that freedom does not include the 
It does 
not guarantee freedom to those who 
undermine our efforts at national 


privilege to set off bombs. 


defense by smoke screens which 
pretend patriotism but, in reality, 
seek to weaken our defenses so 
that bloody dictatorships may find 
no resistance in their way. It does 
not mean freedom to put emery 
dust in the cylinders of airplane 
engines, to place destructive pieces 
of metal in the motive power of 
naval vessels. It does not mean the 
freedom to falsify the motives of 
those who would carry on our 
Government to the best of their 
ability. 

Yet, we find that every one of 
these heinous things has been done 
and is being done by persons 
shielded by innocent appearing, but 
subversive forces, under that por- 
tion of our Constitution which guar- 
antees free speech and liberty of 
normal endeavors. 

While it is true that the foreign 
spy and saboteur must in all in- 





Mr. Hoover personally has approved for 
publication in this issue of Wholesalers 
Salesman the accompanying group of ex- 
cerpts from formal addresses delivered 
by Mr. Hoover before various important 


National conferences THE EDITOR 











stances be ferreted out in order 
that his dangerous activities may 
be terminated, it must be realized 
that there are certain other meas- 
ures of a precautionary type which 
can and necessarily must be under- 
taken. 

Let us assume that a sabotage 
disaster occurs resulting in the 
explosion or burning of a_ large 
munitions manufacturing plant. It 
imperative — that 
immediate investigative efforts be 


is, of course, 
made to determine the identities of 
the individuals responsible and 
apppropriate  prosecutive action 
thereafter taken. Prompt detection 
and conviction of offenders will un- 
doubtedly have a highly important 
and deterrent effect. 

However, this will not restore the 
plant and its facilities which were 
in all probability badly needed in 
connection with the national rearm- 
ament program. Therefore, every 
possible precaution must be under- 
taken by the FBI, law enforcement 
organizations, and by industry itself 
if proper safeguards are to be 
established to prevent destruction 
and property loss on a_tremen- 
dously large scale by espionage 
agents and saboteurs. 

Accordingly, the War and Navy 
Departments have furnished the 
FBI with a priority list of hundreds 
of key 
Government with defense materials. 
Special Agents of the Federal 
Sureau of Investigation, who have 
received thorough and_ intensified 


factories furnishing the 


training in this respect, have sur- 
veyed and studied these plants for 
the purpose of 


recommending 
means to increase their physical 
protective facilities. 

It is contemplated that more than 


12,000 such factories will ultimately 
receive such attention. Based on 
the experience and knowledge thus 
gained, a course of instruction has 
been devised to enable the local, 
county and state police officers to 
survey their own property, utilities 
and strategic places in order to 
reduce to a minimum the possibili- 
ties of sabotage or espionage. 

Based upon the experiences and 
training of the Special Agents of 
the FBI in surveying plants for 
these purposes, a booklet has been 
prepared entitled “Suggestions for 
Protection of Industrial Facilities,” 
which is made available to all Chiefs 
of Police to aid them in the survey 
of the important municipal, county 
and state owned property and places 
of strategic importance, and _ this 
booklet serves as a text and guide 
in the discussions concerning this 
type of work at the quarterly police 
conferences. 

The spy, the saboteur, and the 
subverter must be met and con- 
quered. In doing this, we must be 
certain that the innocent are not 
injured. You can be of valuable 
assistance at this time by reporting 
directly to the FBI acts which you 
believe inimical to the National 
defense. These facts can then be 
evaluated by trained investigators. 

We appreciate everything which 
the well-meaning citizen may do 
for us. He can be of tremendous 
aid in the field of observation, but 
not of activity. Sooner or later, 
the spy, the saboteur, the dynamiter 
or the subverter will be exposed 
and observed by the honest Ameri- 
can citizen. It is then that the 
alert American, alive to the evils 
of the foe who has shown his hand, 
will decide whether to report his 
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subversive 


seeming|y 


unusual or 
actions. 

To this challenge, there is only 
In justice to himself, 
to his country, and to the person 
under suspicion, the citizen should 
report anything which seems to him 
to be out of the ordinary, and once 
having reported it, clear his mind 
and his conscience of the matter. 
It is then the task of experienced 
men of training and good judgment 
to function—protecting the inno- 
cent and identifying the guilty. 

So far, we have been able to 
avoid much of the violence which 
characterized the early days of the 
World War. 
not mean that any of us can relax 
our vigilance for a single instant. 
The skilled saboteur carries out his 
acts with cunning and cleverness. 
Schools actually exist for these des- 
picable subverters, wherein they 
may be taught the most terrible 
means of creating destruction. In- 
cendiary bombs have been devised, 


one allswer. 


However, this does 





no larger than a cigar, which will 
create Plans to place 
chemicals in boilers, with the idea 


disaster. 


wholesale destruction, 
have been discovered. 

The immediate task is to marshal 
and coordinate 
facility. 


of creating 


every protective 
Industries once open to 
visitors, with little attention given 
to the background of key em- 
ployees, should now scrutinize all 
comers and entrust 
production only to persons whose 
Americanism is thoroughly estab- 
lished. Gullibility must 
These are times when too much 


secrets ol 


cease. 


trustful innocence may be repaid by 
Remember that 
propaganda-purveyors 
of “ism” forces are not concerned 
with the future of America but 
with the power, the secretiveness, 
the aggressive greed of their unholy 
foreign Communist cause. And 
their advice should be taken exactly 
for what 
hokum 


a stab in the back. 
the craven 


it is worth, self-serving 


designed for any sucker 
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foolish enough to believe it! 

For such statements | shall be 
charged as standing for the abroga- 
tion of civil rights. 
lies are self-evident. I hold that 
for every right there is a duty. I 
insist that no one can claim civil 
rights and at the same time work 
for the overthrow of the civil liber- 
The sub- 


Such despicable 


ties which we all cherish. 
verter is not content merely to dis- 
card freedom of thought. 
to kill freedom in any form that 
He sneakingly seeks the 
\merica. This 
means that we must not relax in 


He wants 


exists. 
thralldom of our 


our vigilance. 

Every city, for instance, should 
survey its utilities to insure a maxt- 
Think for a 
would 


mum of protection. 
moment of the chaos that 
ensue if a city’s water power were 
shut off, even” for a day. The 
demoralization of cities by means 
of water famine has already been 
used by totalitarian saboteurs. 

Remember always that the spy. 
the saboteur or the destroyer carries 
no badge. He hides behind a hun- 
dred fronts. He pretends inno- 
cence. He likes to rub elbows with 
patriotic men because he thus can 
seek to break down morale, to preach 
unpreparedness, and undermine 
honesty. It is his job to sap the 
national strength by untruth, by 
confusion, by fomenting unrest in 
the community, the school, the 
factory, and the mill. 

Little has been published of the 
activities of the Federal Bureau of 
in carrying out its 
responsibility of coordinating the 
handling of matters dealing with 
espionage, sabotage, and subversion. 
That very fact has aided us ma 
terially in our work. The enemy 
does not know our actions and can- 
not anticipate a time when he might 


Investigation 


plan his devious task with a mini- 
mum chance of detection. The effec- 
tiveness of our activities would be 
hindered unless our 
conducted with the utmost secrecy. 
There will be honor and glory for 
all in the meeting of this challenge 
and the public will be fully advised 
of all the facts in every matter when 


work were 


it is ready for presentation in a 
court of justice. 
no trials in the newspaper columns 
or persecutions by word of mouth in 
such a vital situation. 


There should be 








Hang it on the wall, fasten it to a post, plug it 


in on the power line. The photoelectric relay is 


a package device for sabotage prevention that 


industrial buyers will welcome for its simplicity 








lbove—If hands of friend or foe should 
get too close, beam is broken, the stop 
Below—Using photo elec- 


tric eve alarm system for protection 


signal acts. 


against intruders. Beams can be in- 


visible infra-red. 


Hie wholesaler’s salesman who 
calls on industrials today will 
find purchasing agents, engi 
neers and = superintendents ready 
buvers of equipment which = will 
make the presence of intruders o1 
would-be saboteurs known as soon 
as they enter vital areas, or which 
will give quick warning of unusual 
or hazardous conditions 
\n instrument by which the 
presence of unwanted persons can 


be detected has been growing to 


maturity very steadily during the 
past ten years or so. It is the 


“electric eye,” or as it Is more 
S¢ ientifically called, the photoelec- 
tric or light relay 

This device 1s so accurate and 


dependable that today it 1s con- 


sidered indispensable in many dif 


ferent industries, ranging from 
plants packaging tooth paste or 
ladies’ powder puffs to controlling 
the operations of giant Bessemer 


converters which produce — vast 
quantities of steel. 

From the experience obtained in 
these applications, engineers have 
produced a unit which is simple, 
self-contained, and capable of being 
successfully used by persons un- 
fanuhiar with the technical side of 


electronics 


How It Works 


The operation of the phototube 
relay is relatively simple, and_ it 
may be considered to be a mere 
switch in an electric circuit. That 
switch may be made. single or 
double throw and may have any 
reasonable number of poles. The 
nature of the switch is naturally 
dependent upon the use to which 
It Is put, 

The method by which the switch 
is operated is well known. The 
operation depends upon the pres- 
ence or absence of light on the sur 
luce of the photoelectric unit. When 
the cathode element of a phototubx 
is illuminated, an electric current 
flows between it and the anode ele 
ment. This current is amplified 
sufficiently by a vacuum tube ampli- 
her to operate a relay on which are 
mounted the switch contacts. 

The important thing to remember 
is that the light relay acts exactly 
the same as a simple knife switch 












in the circuit. The only difference 
is in the method of operation 
Whereas the knife switch requires 
a mechanical force to open or close 
it, the phototube relay is operated 
by making or breaking a beam of 
light. It has the further very im 
portant advantage that the light 
need not be visible, but may be in- 
frared light, which is totally invis- 
ible to the human eye. This feature 
is, of course, of extreme importance 
in sabotage protection. 

Another valuable advantage of 
the photoelectric system is that the 
circuit may be made or broken 
either by starting the light beam 
or interrupting it. 

Thus, when reduced to its essen 
tials, the photoelectric relay is noth 
ing but a_ light-operated switch, 
which is simplicity itself, and its 
usefulness is limited only by the 
limits of Yankee ingenuity to apply 
it properly. This means that not 
‘ven the most non-technical sales- 
man needs to hesitate in pushing 
this device, but rather it offers new 
sales opportunities to every elec 
trical wholesaler’s salesman. 

The accompanying photographs 
vive an idea of what an “electric 
eye” looks like. There are two 
general types of light relays. One 
uses a vacuum or gas-filled photo- 
tube (described above), an ampli- 
The other type 
consists of a dry-dise photoelectric 
cell and a very sensitive relay. The 
photoelectric cell generates its own 
current when illuminated and there- 


fier and a relay. 


fore needs no power for operation. 
each type has its own particular 
advantazes and disadvantages, but 
in the main the two types are appli- 
cable to the same uses. 

The variety of uses to which the 
photoelectric relay may be put is 
limited only by the imagination. 
\ very simple use is to arrange 
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the light beam in front of a door 
or window so that anyone entering 
breaks the beam and sets into oper- 
ation the relay which in turn sets 
off an The light 
which may be an ordinary automo- 


alarm. source, 
bile headlight in a suitable housing, 
may be placed so that persons pass- 
ing by any one of several locations 
will intercept the light beam, and 
thus give an alarm. 

The effectiveness of the unit can 
be increased to cover a larger area 
by using a system of mirrors to 
place the light beam in a number 
of strategic locations throughout a 
given area. It is important to note 
that, even when using readily avail- 
able equipment supplied by various 
manufacturers, it is quite feasible 
to use light beams as long as 200 
feet in length. 
alarm 
much greater value if its presence 
intruder, the 


Since any system is of 
is unknown to the 
element of secrecy is very import- 
ant and should be provided wher- 
ever possible by using the invisible 
light This 
placing an infrared glass filter, which 


beam. involves only 


is readily available, over the light 














source. The filter permits the in- 
frared light rays, 
tuate the light relay as well as 
visible light, to pass through, while 
it absorbs all the visible light. 
There is no other complication 
other than sure that the 
equipment is placed out of view. 


which will ac- 


being 


It Has Many Uses 


While it would be impossible to 
list here all the varied uses that 
can be made of the electric eye in 
protecting plant machinery, proc- 
esses, records, etc., it seems de- 
sirable to enumerate briefly some 
of the obvious applications of this 
device. 

First of all, the most frequent use 
is for detecting the passage of per- 
sons into areas where intruders are 
not wanted, 

It may be used wherever the 
presence or absence of light indi- 
cates that something is amiss. 

An “electric eye” unit may be 
placed inside of a cabinet or safe 
which is normally closed to cause 
an alarm whenever light enters it, 
due to the opening of the door. 
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\ light relay may be 
a strategic point so as to 


placed at 
detect 
the presence of a fire long before 
heat is intense enough to set off 


conventional alarms or sprinkler 
systems. 
Or a battery of units may be 


placed at a central point and a num- 
ber of pipes connected to the vart- 
ous chambers of a warehouse or 
holds of a ship so that if a fire 
breaks out smoke is sucked through 
the pipes past the photoelectric 
units. The presence of the smoke 
decreases the intensity of the light 
falling on the units, causing the 
alarm to be given. By using a num- 
ber of units, it is possible to deter- 
mine immediately just where the 
fire is. 

Obviously, through the use of a 
little imagination, a salesman can 
open up a lucrative new field be- 
cause photoelectric relays will solve 
many problems that his customers 
did not until the 


have present 


emergency arose. 


These are typical units of “packaged” 
photo electric equipment readily avail- 
able for industrial protection. Three 
photos at left show views of light 
projectors. Below is the interior of a 
receiver. 
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Primary and indispensable weapon in preventing sabotage, floodlights balk 


potential intruders at the boundery line, show them up if they get in 
































N connection with its plant sur- 

vey program, the Federal Bu- 

reau of Investigation points out 
to plant managements that no area 
of the plant premises should be left 
darkened to the extent that tres- 
passers would be able to conceal 
themselves within these premises. 
Chis information comes direct from 
J. Edgar Hoover, F.B.I. Director. 

To the electrical wholesaler’s 
salesmen this means that practically 
every industrial plant, and particu- 
larly those which the F.B.I. has 
surveyed, is a potential customer 
for floodlights for area _ lighting, 
pendant street lights for fence line 
illumination and searchlights for 
supplementary purposes. Few of 
these plants will have adequate pro- 
tective lighting. 

What better endorsement could 
the salesman have even when talk- 
ing to the management of plants en- 
gaged in defense work and not vet 


surveyed, or to officials in plants 
which may never be surveyed. 

It is generally recognized that the 
criminal prefers to work in dark. 
He dislikes light for obvious rea- 
sons. It is our job to prevent the 
saboteur from doing his work in 
darkness. We can discourage him, 
or catch him with the proper use of 
protective lighting in an industrial 
plant. 

In addition to industrial plants, 
the salesman has an opportunity to 
sell municipal service plants, such 
as gas, electricity, water. These are 
vital to industry and the public 
alike. And don’t forget the railroad 
freight yards, or radio transmitting 
stations, or any building and prop- 
erty that might in any way be con- 
cerned with the defense program. 
That covers a lot of territory. 

When explaining to plant man- 
agements the F.B.I. recommenda- 
tion as applied to plants which the 


Bureau surveys, it will help the 
salesman if he impresses his po 
tential customer with the fact that 
he, the salesman, knows something 
about the application of protective 
lighting. Here are some ideas whicl 
should be brought to the customer's 
attention. 

Point out that his pr itective light- 
ing should be planned for the worst 
possible visibility conditions so that 
it will be adequate when sabotage 
would most likely be attempted. 

Explain that lighting should be 
designed to be of disadvantage to 
the saboteur. If there is glare in 
the customer's present or future 
lighting, point out that this glare 
should blind the intruder, not the 
guard. 

Explain that more light should 
be placed around the boundary oi 
a property, or at distant points if 
the guards are located in well- 
lighted areas. Light in the fore 


STOP INTRUDERS BEFORE THEY GET IN. SHOW UP INTRUDERS IF THEY GET IN. Where important 
4 fast-moving defense program calls for huge ex- defense material is being manufactured, daylight intensities are in order. 
pansion with no stoppages of new construction. Glare Freight cars should be lighted to offer no “way in” for intruders. 


from strong lights when used correctly is a valuable 
defensive weapon that also increases guards’ efficiency. 


G.E. Photo) 





Photo 


Illumination areas should overlap, so that a given spot is covered from 
more than one source, safeguarding against lamp failure. (Westinghouse 












































By F. D. Crowther 





ground reduces distant vision be 
cause of contrast. 

Remind him to keep all back- 
grounds as light as possible, and 


owe oe omen ' to paint fences and buildings in 
iif at TONE Si light colors. 

. Suggest that he plan his area 
lighting so that some light is con- 
tributed to any one point from 
more than one source. Thus a lamp 
failure will not set up an unduly 
dark or shadowed area. 

Point out that light should be 
directed across highways, streets, 











railroads or navigable waterways 
so that glare or brightness will not 
prove a hazard to traffic. 





And explain that he should keep 





as much of the lighting equipment 
as possible well within the property 


HIS SHADOW POINTS HIM OUT. A _ saboteur—and his 
shadow—would stand out like a sore thumb when lighting 
is well planned, have little chance of avoiding detection. Dark : 
spots where lighting fails to cover may reduce the value Detailed reports, with blueprints, 
of an otherwise extensive installation. for the protective lighting of any 


to prevent attempts to put it out of 
operation. 


area, or building, when complete 
physical dimensions and other per- 
tinent data can be made available 
through the various manufacturers 
of floodlighting equipment. 





MUCH NEED FOR LIGHT. The 
saboteur will strike first at production, 
second at transportation. Railroad cars, 
loading platforms, sidings, switches 
should be well protected. (G.E. Photo 











THERE ARE UTILITIES TO GUARD IN EVERY TOWN. 
Water works, light plants and other utility buildings are key 
points at which saboteurs will strike to cripple industrial 
production and interfere with civilian welfare. (G. E. Photo) 


Immediate, clear-channel, unobstructed means of voice 


communication, as made possible by Amplified Intercom. 


municators, are indispensable to proper plant efficiency 


—or for plant protection—or to “scotch” the saboteur 





On either routine or 
emergency calls, the 
gateman can get quick 
action from any de- 
partment by using 
the intercommunica- 
tor. (Photos courtesy 
of The Webster Elec- 
tric Co. 





The executive can 
give word - of - mouth 
instructions to any de- 
partment if mail, tele- 
phone or wire brings 
important news. 
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NE of the most potent weapons 

of the saboteur is the element oi 

surprise. The chain of events set 
in motion by a subversive act may 
become many times more destruc- 
tive unless cool-headed clear-think- 
ing judgment is instantly available 
to direct the steps necessary to 
minimize destruction. 

The principal executives of a de 
fense industry should be notified 
instantly when such incidents are 
discovered, and subordinate em- 
ployees should have at their com- 
communication 
which can be depended on to reach 


mand a system 
them without delay. Such a service 
is rendered by an independent sys 
tem of Amplified Intercommunica- 
tion. 

Destructive acts usually occur 
without warning at the most un 
expected times and places. Whether 
accidental or deliberate in their 
origin, they may endanger the safety 
of employees, as well as the property 
of the employer. Counter-measures 
must be prompt and efficient, or 
covert acts of sabotage can disrupt 
the confidence and morale of work- 
ers, and spread through an entire 
organization. 

Discovery of the guilty party is 
frequently predicated on the speed 
with which counter-measures are 
brought into play, and the proper 
governmental authorities are noti- 
hed. 

\ system of voice communication 
independent of possible switchboard 
delays has proven effective, not only 
as a means of combatting acts of 
sabotage, but as a valuable deterrent 
to their commission. The knowledge 
that those in authority can surround 
the room, the building and the plant 
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omor Plant Protection 


By Henry Kobick 





with a cordon of defense at a 
moment’s notice is a most discourag- 
ing influence on those who might 
otherwise be tempted to consider 
“reprisal” for some imagined wrong 
or long-held grudge. 

There are several systems of am- 
plified voice communication avail- 
able today. The user merely flips a 
selector lever (connecting the sta- 
tion to which he wishes to talk) 
and carries on a conversation in a 
natural tone of voice—the micro- 
phone in the instrument then picks 
up and amplifies his voice so it 
sounds as though he were actually 
talking in the distant room. The 
same set serves as both microphone 
and speaker—pressure on a control 
lever being all that is necessary to 
convert it from one to the other. 


The “alert” signal can reach every im- 
portant spot quickly, even to men doing 
special work in remote or isolated de- 
partments. 


VA KY . 
"ae tray. 


July 1941 — WHOLESALER’S SALESMAN 


This type of equipment is avail- 
able in a wide variety of master 
station units and 
phones suitable for both office and 


speaker-micro- 


factory use, and units can be se- 
lected and installed to amply serve 
the needs of any type of plant. Also 
highly desirable is equipment for 
voice-paging, with speakers for in- 
door and outdoor locations, ampli- 
fiers and other necessary equipment 
for noisy locations, etc. Thus it 1s 
either to 
directly with the desired party, or 


possible communicate 
page him instantly wherever he may 
be in the plant. 

\ most important consideration 
in the use of amplified inter-com- 
munication as a means of combatting 
sabotage is the proper selection and 
location of instruments. They should 


The intercommunicator provides an in- 
dependent and complementary system of 
communication on which no busy signal 
is possible. 


» 


be situated so as to be accessible 
quickly to shop foremen and other 
trusted employees in cases of emer 
Srrcy. 

There should be a sufficient num- 
ber so that there is a station within 
quick reach of all important loca 
tions in the plant; and due regard 
to emergency possibilities will dic- 
tate which stations should be able 
to originate calls, and which will be 
satisfactorily served by a_ simple 
speaker-microphone call station to 
meet all necessary requirements 

With a plant thus equipped, man- 
agement is provided with a most 
important means of defense against 
sabotage as well as a system of in- 
terdepartmental communication that 
will find daily use as a time-saving 
convenience. 


Routine checkups of identification, let- 
ters, etc. are facilitated when depart- 
ments or individuals can be reached in- 
stantly, 


SELL Time Switches 


For Plant Protection 





By C. J. White 


NDUSTRIAL executives inter- 

ested in the prevention of sabo- 
tage may well re-study the numer- 
ous operations being performed by 
time control instruments. Engineers 
claim that time switches, timers, 
time delay relays and related de- 
vices are being used today for only 
a very small percentage of the 
applications for which they are 
adapted. These engineers believe 
that a great impetus can be given 
to the whole defense program 
through a wider adoption of auto- 
matic time controls . . . particularly 
in the realms of sabotage prevention 
and increasing output per man. 

Perhaps the most obvious use of 
time switches in the first program 
has to do with the control of light- 
ing. Floodlights used to illuminate 
building exteriors, fences, allevs, 
stairways and other strategic loca- 
tions can be turned on and off auto- 
matically according to a_ pre-de- 
termined schedule. Such work need 
not be left to a watchman or the 
control switches need not be left 
exposed to unauthorized persons. 


Another general use of timers is 
to control the power for the opera- 
tion of machines. Often it is de- 
sirable to deny certain operators 
the access to power control. In 
such instances it is entirely feasible 
to set the timer to a desired schedule 
and enclose the instrument in a 
tamper proof case, keys to which 
are in the hands only of responsible 
supervisors. 

In numerous processing opera- 
tions, such as vulcanizing, heat 
treating, etc., it is frequently de- 
sirable to have the time cycle of 
operations established by the labora- 
tory or by the engineer in charge 
of operations. Often if these cycles 
are not followed precisely an in- 
ferior output results. To have an 
irresponsible employee, no matter 
how well meaning, interfere with 
exact timing is often disastrous. 
For such operations, automatic 
timers offer the ideal solution. 

On every hand today we are con- 
fronted with the demand for more 
production and faster production. 
One way in which some of the most 
progressive plants are meeting this 
challenge is to use automatic timers 
as “mechanical machine tenders.” 











In such a program, one worker cai 
tend many more machines than he 
can if he must manually start and 
stop an operation requiring a speci- 
fied time. 

Numerous executives seem to be 
unaware of the huge loss incurred 
when employees start to work a 
few minutes late or stop a few 
minutes early. To appreciate this 
it requires only a few simple calcu 
lations to estimate the loss if a 
thousand employees each waste five 
minutes a day. Such waste can be 
greatly reduced by the installation 
of program clocks for signalling the 
start and close of work periods. 


By E. V. Platt 


ROBABLY in no field is ac- 

‘urately timed lighting more im 
portant than for the protection of 
\merican industry from sabotage. 
The old axiom about a thief in the 
dark also applies to the saboteur. 

Jobbers’ men should impress upon 
all their industrial accounts the use- 
fulness and economy of lighting up 
unerringly upon the approach of 




















Interval or process timers for timing and controlling such 
equipment as processing machinery, photographic equipment, 
etc. (Left photo, Automatic Elec. Mfg. Co.; right photo, 
Paragon Electric Co. 


Flashers are of interest to sign customers for use with either 
neon or incandescent signs. (Automatic Electric photo.) At 
right is a time cycle repeater. (This photo courtesy of Paragon 
Electric Company.) 
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Time switches offer industrial customers a positive, depend- 


able method of automatically controlling lighting or manu- 


facturing processes, are important in preventing sabotage 































Timing devices find a broad market for timing and controlling such processes 


as molding rubber curing, enamel baking, etc. 
limiting the time current is applied to strip heaters. 


darkness. Time switches provide 
an automatic control which is just 
about as dependable as the coming 
of daylight. Installations of this 
kind cover a variety of wiring ma- 
terial and fittings all of them items 
which are available through the 
electrical jobber. 

Yards where any materials are 
stored should be adequately flood- 
lighted. Fancy fences with barbed 
wire tops may appear to be quite an 
obstacle to the uninitiated, but they 
offer little hindrance to the sabo- 
teur. A whole section of such fences 
may be removed quietly under cover 
of darkness in five or ten minutes 
with the proper tools. 

Precautions can only be effective 
if adequately taken, and little imagi- 
nation is necessary to understand 
the relative effectiveness of guards 
on any well illuminated premises. 

Time switches are necessary on 
installations for both reli- 
ability and economy. They do not 
forget. The outdoor lighting instal- 


such 
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Timers shown here are for 
(Paragon photos). 


lation usually requires a fairly sub- 
stantial electrical load which makes 
it important that illumination be 
provided exactly as required, with- 
out waste. Such installations will 
include conduit, flood- 
lights, reflectors, wire and lamps in 
addition to the time switch, which 


switches, 


often requires a heavy duty mag- 
netic master control along with a 
multitude of accessories. 

Business of this sort is naturally 
attractive at any time but now it 
has the additional incentive of 
having a personal part in an im- 
portant phase of the 
\merica. 

Variations of protective lighting 
are limited only by the scope of 
For example, one 
company has provided several in- 
stallations where time switches are 


defense of 


one’s ingenuity. 


used in the control of electric eye 
apparatus providing an alarm sys- 
tem when the presence of any un- 
authorized 
announced. 


effectively 
Photographs may even 


person is 





be taken in isolated spots without 
the presence of anyone, and _ here 
again time control equipment is 
important. It may be used to main- 
tain an open shutter during certain 
hours and to begin recording time 
at any moment of operation § to 
establish exactly when the exposure 
took place. Also it will set in mo- 
tion intermittent alarm equipment 
Facts produced under these circum- 
stances require little if any corrobo- 
ration. 

Probably a very few of us in the 
electrical business agree with the 
tactics of the life insurance saies- 
man whose strongest point is the 
fact that we may die next week, but 
we must agree that such a state- 
ment cannot be definitely refuted 
During the present 
duction period most any important 


intense pro- 
official will be quick to recognize 
the merits of 
Our whole system of interdepend- 


protective lighting. 


ence in America instantly makes 
any work stoppage immediately felt 
in dozens of other places, and now 
is the time to eliminate so far as is 
humanly possible the bugaboo we 
have all been hiding behind for 
vears, “Not responsible for causes 
beyond our control”. There should 
be just as much reason for a buyer 
to insist that all possible precaution 
be taken to guarantee delivery on 
schedule as there is for the many 
minor stipulations now incorporated 
in supply contracts. 

Electrical men have a mighty im- 
portant job to do in helping to pro- 
tect our industries. Adequate light, 
properly controlled, is a big step in 
the right direction. We are all proud 
Americans and_ that 
grows in proportion to the personal 


to be pride 
part we are able to take in this 
gigantic program. 


~ 

















SELL P 


rivate Phone Systems for 


On the job 24 hours a day, the automatic telephone sys. 


tem is a permanent improvement that today provides 


immediate, direct, word-of-mouth communication to 


speed plant production and meet emergency situations 





N today’s battle for greater pro 
duction speed and continuity of 
operation, protection against 1m- 
proper interference must include 
rapid means of communication for 
f an 


all the ditferent departments « 
industrial plant. Modern systems 
must be installed because methods 
once considered “good enough” 
have become positive handicaps to 
coordination of personnel and 
smoothly functioning operation. 

\s a tool for the high type of in 
dustrial efficiency needed today, the 
private telephone system has greater 
potentialities today than at any 
other time in history because the 
modern type of interior telephone 
service will match, in speed and in 
overall effectiveness, those other 
modern production tools which in- 
dustry is now putting to work. 

Icmergencies caused by sabotage 
or accident call for quick action 
above everything else. If instant 
contact can be made with those in- 
dividuals whose job it 1s to safe- 
guard production machinery and 
equipment, the danger of stoppage 
will be minimized. 

The wholesaler’s salesman’s func- 
tion in this picture can be a very 


Service, speed, effectiveness are by-words 
of the automatic telephone. Instruments 
may be spotted at key positions in the 
plant. (Couch Photo) 


important one. But because in- 
terior telephones are new to many 
electrical wholesalers, the salesman 
needs first to arm himself with all 
the facts 


relating to industry's 


latest needs in this field. Here are 
some facts which should help the 
wholesaler’s salesman get a clear 
picture of the need. 

The first requirement is that, for 
maximum speed and dependability 
in an emergency, the interior tele- 
phone system used must be com- 
pletely separated from public tele- 
To attempt to 
use a single telephone system for 


phone equipment. 


both inside and city connections 
leads to conflict and hampers both 
When an 
arises, and there is need for instant 
contact with another department, 


services. emergency 


such contact must not be hampered 
The one 
track might be in use at the very 
instant it is most needed. 


by a single track system. 


The second requirement is that 
the system must be easy and invit- 
ing to use. It must be accurate, 
reliable, convenient, and, above all, 
direct—that is, wholly independent 
of any human intermediary. In 
practically all industrial plants, 
these requirements point to the use 
of a private automatic system of 
the familiar dial type, although for 
smaller plants, or for use in indivi- 
dual departments, push buttom sys- 
tems will often be found useful. 

One important feature is the 24- 
hour availability of the private auto- 
matic system, and this is especially 
valuable in these times of night 
An automatic 
switchboard does not shut down 


shifts and overtime. 


and go home at five o'clock, but 
goes on working day and_ night 
without additional cost, and with- 
out the slightest drop in efficiency. 
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Top men may use executive priority 
service to cut into a busy connection. 
(Automatic Electric Photo 


Another of the protective features 
of the private automatic exchange 
is its ability to provide a unique 
type of code call service for reach- 
ing people who are not at their 
desks. In all industrial plants, there 
are certain key men and other em- 
ployees whose duties must take 
them to various parts of the prem- 
ises. The accepted way of reach- 
ing them under those conditions is 
to use some form of code signaling 
system. However, the code call 
service of the private automatic ex- 
change differs from the conventional 
code signal system in two important 
ways. First, there is no need for 
an intermediary to set up the code 
equipment and start the signals 
operating; any employee having an 
automatic telephone may use it as a 
Second, when the 
by the called 
employee, he is instantly and auto- 


code call sender. 
signal is answered 


matically connected by telephone to 
the employee originating the call. 
This is quicker and more direct 
and avoids relaying messages. 
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oWlant Protection 


By S. A. Martin 








\n important protection require- 
ment of the modern industrial plant 
is an efficient and unfailing watch- 
When 
interior telephones are used for in- 
tercommunication, there is no need 


men’s supervisory system. 


for a separate system of wiring and 
reporting stations for watchmen’s 
supervision, because any or all of the 
telephones may be used for watch- 
men’s reporting stations. 

The method employed may differ 
in detail from one plant to another, 
but in principle it provides a system 
which is simple, economical and 
most effective. Each 
reports on his rounds by dialing a 
specified number from 


watchman 


specified 

\ time 
recorder automatically makes a per- 
manent printed record of the time 


telephones along his route. 


and location of each report, while 
by means of lamps and other signals 
on a central display panel, the super- 
visor or head watchman is kept in- 
lormed at all times as to the pro- 
gress of each watchman as he pro- 
eeds on his round. Special alarms 
and safeguards are provided so that 

the event any watchman misses a 
station, or reports from them in 


LEFT—Ready in all kinds of weather 
and for any emergency, outdoor tele- 
phone stations speed work in plants with 
large open areas. CENTER—Im portant 
communications receive instant service 
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the wrong order, or fails to report 
within the prescribed time, the head 
watchman is automatically informed 
and can proceed to make suitable 
investigation. The system provides 
also for instant telephone communi- 
cation between watchmen and super- 
visor whenever desired. 

Executive priority service 1s an- 
other service, especially useful in 
emergencies, which may be provided 
through certain types of automatic 
Under 


all ordinary circumstances, connec- 


interior telephone systems. 


tions over the system are secret. 
This is especially important in times 
like the present, when, in an emer- 
gency, information must be obtained 
quickly at all costs. 

Because the telephones of the 
private automatic telephone ex- 
change are usually widely scattered 
and are always available for use, 
many plants find them well adapted 
to emergency alarm use. A simple 
and effective method is to assign 
one telephone to the use of the fire 
marshal or head watchman. This 
telephone is fitted with a_ special 
loud-ringing bell and may be called 
from any other telephone by dial- 


independent of manual connection or de- 
lay from outside ca'ls. (Connecticut 
Telephone Photos). RIGHT—Watchman 
may report along his route by dialing a 
specified number. (Automatic Electric) 





ing an emergency alarm number. 
\n important advantage of using 
the telephone for such alarms is 
that it provides for verbal reports 
instead of signals, which in virtually 
every casé results in quick action 
and less confusion. 

There are naturally many whole 
salers’ salesmen who will not have 
at their finger tips all the technical 
facts surrounding such applications 
as those described above. Nor is 
this necessary. The manufacturers 
of this type of telephone equipment 
are ready and willing to lend techni- 
cal assistance in working out the 
details. The salesman can, how 
ever, uncover the need for equip- 
ment, discuss its advantages in 
general terms, and then, at the right 
moment, call in the manufacturer's 
representative for technical advice. 
The important thing to bear in mind 
is that industry needs these facili- 
And if 
the wholesaler’s salesman can help 
bring that need to the industrial 
manager's attention, he will have 


ties—and needs them now. 


performed a most important service 
in furthering the cause of plant pro- 


tection and sabotage prevention. 









SELL Signaling Systems forgl 


Standing guard at air ducts, vaults, windows, doors, sig- 


naling systems are continuously alert to sound the danger 


signal at threat of fire, theft or injury in vital areas 





HE electrical wholesaler’s sales- 

man in his daily routine makes 

many calls on electrical contrac- 
tors and industrial plants in his 
territory. However, due to the 
multiplicity of items and lines which 
he handles, the sales possibilities 
of specialty products are often over 
looked. 

\t the present time news items 
are brought to our. attention 
wherein industrial plants are de- 
molished due to explosions and 
fires Some of these have been 
traced directly to sabotage. In other 
instances the cause is in doubt. 
Nevertheless, whether by coinci 


dence or otherwise, most of the in 


dustrials’ experiencing these catas 
trophes are actively engaged in 
the national defense program. 

There are many ways that such 
catastrophes may be avoided by the 
use of electrical protection systems 
These systems have proven to be a 
valuable adjunct to watchmen, as 
the human element is still to be 
considered when it comes to care- 
lessness, neglect or a_ wilful de 
termination to cripple a vital link 
in various manufacturing processes. 

Signaling systems may be had 
to protect safes, vaults, filing cab 
inets, storage cabinets, rooms, 
warehouse storing places, and areas 
surrounding these buildings. 

Since matters of this type are 
handled in secrecy, it is advisable 
to contact those responsible for 
the protection of an _ enterprise, 
such as the owners, superintendents, 
managers, and engineers. It is also 
possible that the purchasing agents 
may be informed of certain activi- 
ties. However, as a rule, they usu- 
ally do not enter into such a mat- 
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ter until plans are consummated. 

When the electrical wholesaler’s 
salesman hears of such activity, he 
will find the signal manufacturer’s 
representative only too glad to co- 
operate with him and_ follow 
through with technical data and 
demonstrations. 

There are many types of protec- 
tive systems to meet specific needs 
and these are arranged in groups 
as follows: 


Intruders Alarm Systems 


Burglar alarm systems protect 
the premises and surrounding areas 
against unlawful entry and against 
attack, and provide the time element 
of delay so essential in capturing 
the criminal. It is a well known 
fact that, when articles are removed 
by theft, discovery is possible with 
in a reasonable length of time. 
However, if confidential files are 
spied upon and reproductions are 
made of drawings, secret formulas, 
and specifications, all papers may 
be replaced without detection. 

Premises protection may _ be 
afforded by furnishing contact 
switches on windows, doors, tran- 
soms, skylights, elevator shafts, and 
other means of entry. Walls or par- 
titions may be protected by means 
of foil laced panels or wired screens. 
Glass panes in doors and windows 
may be protected by use of foil. 
Skylights may be protected by 
wired screens and foil; manhole 
covers by means of contacts. Fi- 
nally, the building may be divided 
into zones, and a control panel pro- 
vided so the guards will be in- 
formed as to the origin of the in- 
trusion, 
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Large industrial Central Control Desk 
for fire alarm system, watchmen’s reports, 
and other signalling, including PAX in- 
stallation. (American Automatic Photo.) 


Vault protection may be obtained 
by the use of sound detection sys- 
tems, wired screens, foiled panels, 
door and bolt contacts, and heat 
detectors. 

Sound detection systems consist 
of microphones mounted on the ceil- 
ings of the vaults which will detect 
any sounds originating from ham- 
mer blows or drills. This method is 
used in well constructed vaults, usu- 
ally of concrete. 

Screens and panel systems are 
used in lighter vaults, being de- 
signed to originate signals when an 
attack is made through the walls, 
ceilings, or floors. 

Door and bolt contacts are pro- 
vided so that they will actuate if 
locks are operated and the doors 
are opened, 

Heat detectors are provided to 
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ant Protection 


By Albert A. Schuhler 

















































send in an alarm when a torch is 
applied in an attack. 

Safe protection can be provided 
by the furnishing of a “capacity 
system’’ which has a radio fre- 
quency field so arranged that an 
alarm will be transmitted when 
anyone comes within a_predeter- 














Burglar alarm annunciator warns of in- 
truder, indicates location. (Edwards 


Photo. 





Vo special devices are needed for appli- 
ation of standard burglar alarm system 
‘o afford complete signalling hookup in 
ndustrial plants. (Schwarze Photo.) 
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mined distance of a protected ob- 
ject. Storage and filing cabinets, 
and very small rooms may also be 
protected in the same manner. This 
system consists chiefly of a control 
unit with an antenna system oper- 
ating in conjunction therewith. 
Storage warehouse and_ other 
floor spaces may be protected by 
means of photo-electric rays (elec- 
tric eves) which may be directed 
in many ways and may be multi- 
plied and reflected to cover the 
greatest area, In general these 
systems consist of light sources and 
photo-electric units with proper con- 
trol apparatus. <A signal is trans- 
mutted when a light beam is broken. 
Other methods of protecting smal- 
ler areas consist of the use of traps 
which are nothing more than cords 
or wires strung around in different 
directions and actuate switches 
when struck by passing objects. 
surrounding build- 
ings may be protected with photo- 
electric rays. In addition to send- 
ing in a signal, arrangements can 
be made to throw on flood lights 


Open areas 


all over the grounds or in a certain 
section of the building. 

Protection against metal objects 
being carried unlawfully by indi- 
viduals may be provided by the 
use of metal detection systems. It 
may be arranged so that a person 
passing through a door, passage- 
way or a given space will immedi- 
ately transmit a signal if he carries 
any metal object on his body. Gen- 
erally, this system requires a con- 
trol unit and signal unit together 
with an antenna constructed in a 
concealed manner at a_predeter- 
mined location. 


Signals for burglar systems may 











be of the audible or visual type in 
the form of lamps, bells, sirens, ete. 
Signals may be located within the 
building, “or may be extended to re- 
mote points such as other buildings 
or directly to the police department. 


Watchman’s System 


The watchman’s tour system is 
a very important unit in the pro- 
tection plans of an industrial plant, 
inasmuch as the patrolling is ac- 
complished at regular 
mined times and the 


predeter- 
watchmen 
cover the entire premises. How- 
ever, precautions should be 
so that the 
able to send in a signal to a central 


taken 
watchmen would be 
point in the event of attack or of 
being followed by either an intruder 
who might have entered the build- 
ing unlawfully after hours, or one 
who has hidden himself 
working hours in order to carry out 


during 


a plan during the night. 

Such a system requires that a 
watchman start his route at a cer- 
tain point and cover a specified area. 
The various points along the route, 
known as stations, are used to send 
a signal to a central control desk 
when a plug or key is inserted in 
the station, or if a pull lever is 
pulled in a box. Emergency sta- 
tions may be added along the route 
so that assistance may be sent to 
a certain point before the watchman 
completes his tour. 

Telephone features may be pro- 
vided whereby every station along 
the route carries a bullseye and a 
telephone jack. Ordinarily the 
watchman inserts the plug in the 
jack which sends a signal and time 
indication to the control desk. The 
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watchman may be called from the 
central control desk by means of a 
key which illuminates the bullseye 
on the watchman station in a given 
route. On the other hand, the 
watchman may call the chief guard 


at the central point from any one 
of the inserting the 
plug of a portable microphone into 
the station jack. 


stations by 


Sprinkler & Waterflow Alarm 
Systems 


Many industrial 
sprinkler systems. 


plants 
However it is 
possible that such a system may 


have 


fail to operate due to mechanical 
failures or because of the human 
element, which by neglect or care- 
lessness may result in valves being 
shut off accidentally after making 
tests and repairs. In times like 
these, it is also possible that valves 
may be wilfully closed, so that in 
the event of fire there will be no 
water supply to extinguish the 
flame. 

An electrical sprinkler super- 
visory system should be installed 
to safeguard against this danger. 
All shut-off and supply valves, pres- 
sure tanks, gravity tanks, 
tanks and fire pump electric supply 
should be provided with 
switches to insure that alarms will 
be received in the event of any fail- 
ure in the system. Tamper-proof 
contacts may be provided on all 


surge 


lines 


switches so that signals will advise 
when anyone tampers or meddles 
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with the apparatus or alarm con- 
tacting mechanism. 


Fire Alarm Systems 


Fire alarm come in 
many different types. However, 
they may be separated in two gen- 
eral groups, the manual and the 
automatic types. In the manual 
type, pulling of the station lever 
transmits a definite code of audible 
and visual signals to determine the 
location of a fire. In addition to 
interior signals, arrangements can 
be made to operate sirens or whis- 


systems 


tles which may be heard over a very 
large area. 

In automatic fire alarm systems 
thermostatic fire alarm units or 
pneumatic tubing are placed on the 
ceilings and they will automatically 
transmit signals when the tempera- 
ture rises to a specified tempera- 
ture or rises suddenly. 


Duct Protection Systems 


Industrial plants having duct 
systems for air conditioning, venti- 
lation, dust removal, etc., should 
have electrical controls so that, in 
case of fire or presence of smoke, 
dampers may cut off one floor from 
another or one section of a building 
from another and in that way 
spread of a fire may be prevented. 

The photo-electric method of pro- 
tection provides for beams of light 
to pass through the ducts at pre- 
determined points. These beams 
will be broken by a certain prede- 


Watchman’s supervis- 
ory equipment keeps 
him in touch with 
plant conditions. Auto- 
matic telephone equip- 
ment allows quick ver- 
bal reports. (American 
Automatic Photo). 





termined density of smoke, and an 
alarm will be sent in. 
equipment furnished in conjunctic 

therewith will then operate a fi 

alarm system and stop ventilatn 

and blower fans. 

The thermal type of protecti 
calls for a thermostat to be locate 
in sections of the duct so that whe 
the heat rises to a predetermined 
temperature or if there should b 
a rapid rise of temperature at suc! 
locations these units will contro! 


The contr 


the various points same as in th 
photo-electric type of system. 

In the sprinkler type of system 
certain areas in the ducts are pro 
vided with sprinkler heads so that 
when the temperature rises to a 
predetermined point, that area oi 
the duct will be flooded with water 
and at the same time will send sig- 
nals as desired. 


Miscellaneous Protective 
Devices 


In manufacturing processes many 
hazards are prevalent, and in the 
installation of protective apparatus 
signals may be given when points 
are reached which may cause a 
hazardous condition. Such devices 
may be connected with other sig- 
naling systems or they may be made 
to operate independently. 

Aquastats may be used for the 
control of temperatures of water 
and other liquids. 

Thermostats may be used to con- 
trol a range of temperatures either 
high or low. 

Oilflow switches may be used in 
controlling flow of oil at certain 
point. 

Smoke density systems will indi- 
cate faulty combustion, and elim- 
inate dangers. 

Time interval recorders may be 
used to give a signal when a certain 
period of time has expired. 

The above outline 
general field of protection which 
comes within the category of sabo- 
tage protection and should prove 
to be a profitable field for some 
time to come. Every opportunity 
should be taken to promote the pro- 
tection branch of the business be- 
cause in doing so it will also in- 
crease business in the other lines 
that the electrical wholesaler’s sales- 
man sells. 


covers the 
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Adventures of Hard L 


Beginner's Luck 


By Coit A. (Duke) Smith 





uck Sam 





Dear Phil:— 


Here’s the thumb-nail sketch for 
your year-book. Once upon a time 
a green kid Sam Jinks 
worked through stock and counter 
to the sales office. 


named 


He wore himself 
out trying to convince the salesmen 
that volume without profit 
coat and vest with no pants. When 


he demanded 


Was 


more dough so he 
could buy aspirin in thousand lots, 
they shoved him a catalog and fifty 
bucks and threw him to the lions in 
a territory where the customers 
shaved with hacksaw blades and ate 
salesmen for breakfast. He loved 
the idea. He boarded a Clover Leaf 
smoker, filled his lungs with putrid 
air and said proudly: “Gee! It’s 
great to be a salesman!” 

After walking past the first deal- 
er’s door for half an hour, he got 
a battery contract, then talked the 
guy out of buying 10 barrels because 
he thought five was enough. Later 
he sold nine big panels for $800. 
The factory was not only slow but 
shipped to Princeton, Indiana, in- 
stead of Illinois, and, on top of the 
delay, five panels arrived broken. 
Sam's firm wired him to investigate 
but didn’t tell him what was wrong, 
so when Sam walked in whistling 
the dealer knocked his block off. 

Next he ran back and forth sell- 
ing a $4800 light plant to a town, 
after his engineers made four ex- 
pensive trips, only to find that no 
money had been raised. When they 
finally got the dough, the total profit 
wasnt enough to pay for trans- 
portation, food, cigars, liquor and 
red ink. In another new town he 
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sold a huge order for fixtures and 
supplies to the insane father of the 
two boys who really owned the 
business, wasting a day’s work and 
five order sheets. 

It was also a new town where the 
hotel he picked was infested with 
hbedbugs. Going to the only other 
hotel he learned the 
owned them both. After sitting up 
the rest of the night he caught the 


Same man 


proprietor and called him names a 
miner wouldn't use on a 
When he went to the box factory in 
the morning, expecting a nice order, 
the buyer proved to be the hotel 


mule. 


owner. 

The pay-off 
doubled up with another peddler 
and sold a second-hand light plant 
to a Missouri town which had made 
three tries for light with no luck. 
On a Saturday night, with the 
square full of people and the band 
playing, they turned on the juice 
and blew out every last thing in 
town that was connected. It was a 
220 volt plant and all the lamps and 
appliances were 110 volt! Sam hid 
20 hours in a hayloft before he could 
sneak out of town. 

There you are, and you will say 
there couldn’t be a sillier 
lose business than those above, but 
[ did it! I have tried for months to 
get Jim Kinderman, head of Kinder- 
Electric Co., to take me off 
light diet and feed me some turkey. 


was when Sam 


way to 


nan 


My chance came last week when I 
learned that his big auto assembly 
plant job had an “orphan’’—a car- 
load of pipe on which he was un- 





decided because of delivery, protec- 
tion, etc. I knew Central Supply 


was the only one who could match 
me, and they were getting less play 
from him than I was. 

Well, when I learned why I lost 
the order I could have bit a railroad 
spike in two. It seems that Central 
had their eyes on a bright kid in 
their office, name of Borntrigger, 
and when one of the regulars had 
a bad accident, they shoved the cub 
out on the street to sink or swim. 
He was green but game, and after 
a few calls landed at Kinderman’s 
place. Jim is all right, but rides 
anybody and everybody regardless 
nationality, religion or 
disease. So when he saw Bornie, an 
man, with a 
“Well, what are 
sornie gave him that 


of race, 


catalog, he 
you 


office 
growled : 
doing here?” 
engaging smile that everybody loves 
and cooed: “Selling supplies for 
Central.” “You don’t say,” rasped 
Jim, sarcastic like, “And what the 
hell do vou know about. selling?” 
ao ee ee 
came back Bornie, still smiling, and 
got ready to leave. 

Sut Jim jumped up and let out a 
roar of joyous laughter. “T’ll be a 
dirty, broken windshield!” he 
yelled. ‘“‘Here’s the first peddler in 
history who admits he don’t know 
anything! Gertrude, get out Cen- 
tral’s quotation and give this Honest 
Abe the order for the carload of 
pipe, then wire Bob Ripley; the 
world must know of this!” 

Gee! It’s great to be a salesman! 
And I'll be one, Phil, if it takes me 
the rest of my life! 

Yours in hope eternal, 


Sam 





NEW PRODUCTS you can Sell 





TIME SWITCH 








Time switch, series 300, has slow speed, 
self-starting synchronous motor, is de- 
signed to operate successfully at tem- 
peratures as low as 20 degrees below 
zero. Equipped with two exposed gears; 
all others constantly lubricated in sealed 
oil bath. Compact 18-gauge steel case 
with seamless drawn cover and base. 
Paragon Electric Co., Chicago, Ill. 
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WALL BOX VENT FAN 








Kitchen wall box vent fan, V-50A, fea- 
tures automatic lever-operated shutters, 
totally enclosed rubber mounted motor, 
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10 in. fan, telescopic adjustment for wall 
thickness from 6 to 24 in., close fitting 
shutters, etc. Opening and closing of 
door starts and stops motor, opens and 
closes shutters. Signal Elec. Mfg. Co., 
Menominee, Mich. 
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MULTI-BREAKER 





Industrial multi-breaker, for use on 230 
volt a.c. systems, is equipped with com- 
mon trip breaker unit. Operating 
mechanism with external handle _ is 
mounted on box cover, providing addi- 
tional interior space for wiring. Cover 


assembly also incorporates quick make 
and break mechanism. Obtainable in 
2 and 3-pole forms with capacities from 
15 to 100 amp. Square D Company, 
Detroit, Mich. 
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FLUORESCENT FIXTURE——————_—_- 





D-100 Miralume fluorescent ‘‘display" 
unit designed particularly for use in 
store windows, showcases and interior 
displays. Light from lamps is thrown 
back against display material and up 
through a lenticulated glass panel. Total 
wattage is 100. Operates on 110-125 
volts, 60 cycle a.c. only. Hygrade Syl- 
vania Corp., Salem, Mass. 
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SOLDERING IRON SET 








Electric soldering iron production set 
incorporates four devices — soldering 
iron, rheostat, blower, supporting stand. 
Stand can be supplied to hold iron 
at any height or angle. Rheostat con- 
trols heat. Blower carries away smoke 
and flux fumes from operator. Exhaust 
of blower may be piped to outside air. 
Vulcan Elec. Co., Lynn, Mass. 
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FLUORESCENT FIXTURE 








Fluorescent fixture, No. 2054, for house- 
hold and commercial use, features a re- 
movable ''Plastacele’" Shield. Uses two 
20-watt, 24 in. T-12 bulbs. Specially de- 
signed ceiling holder and strap fits stand- 
ard outlet boxes. Canopy has knockout 
for switch or drop cord. Completely 
wired, ready to hang. Mitchell Mfg. 
Co., Chicago, Ill. 
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TIMERS 








Industrial timers, Series 900, are syn- 
chronous motor operated, manual reset. 
Times and controls processes of manu- 
facture such as plastic molding, rubber 
curing, heat treating, enamel baking, 
light exposure, pump operation, con- 
veyor operation, etc. Paragon Electric 
Co., Chicago, Ill. 


iewcntcn, ” WHOLESALER’S SALESMAN 





FLUORESCENT FIXTURE 





Kingsway, new fluorescent fixture used 
in commercial lighting, is available in 
units 2, 4, 6 and 8 ft. long; also con- 
tinuous, and for two and three lamps 
parallel. Its use of fluted glass cylinders 
and die-cast ends permits easy installa- 
tion and servicing. Day-Brite Lighting 
Inc., St. Louis, Mo. 
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MEET THE STRICT WIRING | 
REQUIREMENTS OF 
DEFENSE CONSTRUCTION 


LATROBE 


FLOOR BOXES No. 251-R ADJUSTABLE 


end GANG FLOOR BOX 


WIRING SPECIALTIES mie ou 











No. 130 round 
cover box, ex- 
cept sides are 





flat to provide 





for extra con- 
duit holes. Fur-- 
nished with No. 
208 receptacle 
and cover plate 
with 2-in. flush 
brass plugs. 


@ A great majority of the wiring con- 
tracts let nowadays are for direct de- 
fense industries, or for manufacturers 
employed almost exclusively in defense 
work . . -. and on a number of these No. 252-R TWO GANG BOX 
contracts, government specifications Adjustable Floor Box with No. 208 Re- 

: ; : ceptacle in one section. Cover plates 
control the selection and installation of hove 36” andl S” Gaih teens glues. 
wiring equipment. Only the best is 





recommended, for quality in manufac- 
ture and usability from a present and 
future viewpoint are of paramount im- 
portance. 

Under these circumstances, then, it be- 
hooves the progressive wholesaler to 
handle the line best suited to meet the 


rigid specifications demanded of con- 
tractors in many defense wiring con- No. 480 "BULLDOG" ARMORED 
CABLE SUPPORT 





tracts—LATROBE Floor Boxes and Wir- ; . 
. sain A light weight, strong, clamp for sup- 
ing Specialties. On every count, they porting or hanging cable. Permits 
s : : hanging from any angle. The easiest 
stand in first place . . . every design and most economical method of tem- 
feature is new, modern, and tested for porarily or permanently installing arm- 
ae . . ored cable in buildings of steel con- 
satisfaction . . . materials are of the struction. 


best . . . each item is safe and long 
lived in operation . . . flexible as to 
use. Too, they save money by saving 
time in installation. 
Get your share of the profits resulting 
from defense buying . . . sell LATROBE. 
For every application . . . cantonments 
. new airplane bases ... new and 
enlarged industrial buildings 
powder factories ... there’s a suitable 
LATROBE product you can sell for ade- 
quate wiring. 





No. 110 NON-ADJUSTABLE 
WATER TIGHT FLOOR BOX 


FULLMAN MANUFACTURING 


COMPANY 
LATROBE « © e PENNA. 
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Cutaway view shows how tapered unit 


WRITE TO LATROBE FOR DETAILED DE- receptacle fits tapered opening in top 

SCRIPTIONS AND PRICES. IT’S HEADQUAR. of box body. The latest in design, 

TERS FOR FLOOR BOXES AND WIRING + came and simplicity of installa- 
SPECIALTIES! — 




















DEFENSE DEMANDS 

FLOODLIGHT 

PROTECTION 
Sell 


RADIANT 





Airport 
Floodlight 


INCANDESCENT LAMPS 


for 
ANTI- 
SABOTAGE 





Outdoor Lamp 


COMPLETE LINES 
OF LAMPS 


for 


INDUSTRIAL 
FLOODLIGHTING 


and 


AIRPORT 
LIGHTING 


Higher profits and prompt 
deliveries make Radiant an 
attractive line 


Write or wire for distributor's 
proposition 


RADIANT 


LAMP CORPORATION 


260 SHERMAN AVE., 
NEWARK, N. J. 
Chicago . . Detroit . . Los Angeles 


1 Manufacturers of Concentrated 


Filament Type Precision Lamps, 
from 50 to 10,000 watts for the fol- 
lowing types of services — Projec- 


tion — Spotlight — Floodlight — 
Motion Picture Production — Sports 
Lighting—General Service Lighting 
— Aeronautical — Sound Reproduc- 
tion. 


. , 























FLUORESCENT EQUIPMENT 


.,. 





Combination lampholders, starter sock- 
ets, starters for T-17 100-watt fluores- 
cent lamps. Included are combination 
lampholders and starter sockets, single 
lampholders, combination lampholders 
with inverted starter sockets, 4-contact 
separate starter sockets, 4-contact lamp 
starters. Lampholders are of rotating 
lock type. Available with or without 


mounting brackets. General Electric Co.., 
Bridgeport, Conn. 
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mention 


FLUORESCENT LIGHT CONTROL—— 





Prismatic glass lenses, fluorescent Con- 
trolenses, applicable in all lighting fields. 
Intensive Controlens produces “uniform 
spacing’ lighting of horizontal surfaces. 
Concentrating Controlens extends con- 
fined focusing type of light distribution. 








Extensive Controlens for lighting vertical 
surfaces. Available for recessed flush- 
with-the-ceiling, “close up" to the ceil- 
ing, suspension mounting. Holophane 


Co., Inc., New York, N. Y. 
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FLUORESCENT EQUIPMENT 





Glass enclosed fluorescent lighting 
equipment adaptable for use as single 
units, double units, continuous Line-O- 
Lamps runs. Built around standard No. 
3000 channel and fittings with decora- 
tive additions. Hanger and canopy fit- 
tings available for ceiling or suspended 
installations. The Wiremold Co., Hart- 
ford, Conn. 
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MULTI-BREAKER 








Enclosed industrial multi-breaker, 2 and 
3 pole, 230V a.c. Surface mounting, is 
equipped with non-tamperable units, 
thermal and magnetic trip. Tripping is 
indicated through a target in the front 
cover. The Trumbull Elec. Mfg. Co., 
Plainville, Conn. 


wrncntion ’ WHOLESALER’S SALESMAN 


WHOLESALER’S SALESMAN — July 1941 























STARTER 








Size 4, solenoid starter has maximum 50 
hp. rating, 220 volts and 100 hp., 440- 
450-600 volts. Has no bearings, pivots 
or hinges. Double break, cadmium 
silver contacts totally encased in arc 
hood. Each pole of switch has indi- 
vidual arc chamber. Switch has only one 
moving part. Allen-Bradley Co., Mil- 
waukee. 
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MOTOR CONTROL CENTERS 








Line of motor control centers incorpo- 
rates an assembly of sizes |, 2, or 3 
combination magnetic starter units of 
standardized width in vertical section 
troughs, in which power is supplied 
through bus bars. Assemblies may be 
located at one central point or may be 
divided into smaller sections. Connec- 
tion is made between motor control 
center and motors by inserting starting 
units, equipped with stabs, onto bus 
bars in power trough. Trumbull Electric 
Mfg. Co., Plainville, Conn. 
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RUBBER COVERED POWER CABLES e BUILDING WIRE 





‘CRESCENT: 
z Z 
+ a 
< Manufactures the f 
- HIGHEST QUALITY : 
> Electrical Wires and Cables 2 
# A FEW OF WHICH ARE ILLUSTRATED HERE . 
5 
° 
3 
4 









CRESCENT INSULATED WIRE & CABLE CO. 


CRESCENT 


WIRE and CABLE 


Factory: TRENTON, N. J.— Stocks in Principal Cities 


bis 


JOBBER COOPERATION— 
A PERMANENT POLICY 


CRESCENT ENDURITE SUPER - AGING INSULATION 


SATHVS AVMMNUVd GNV GASVYINGA Ava 





CRESFLEX NON-METALLIC SHEATHED CABLE e SERVICE ENTRANCE CABLE @e MAGNE 


a1agvV> GINOWUY 
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Save2zs 


WITH B-M CONNECT 
Popular, Simple Method 








CLAYTON MARK & CO. 
Evanston, Il. 











The M. B. AUSTIN CO. 
Chicago, 11. 





Saves 25% on materials, 25% to 
50% of connecting time. Makes in- 
stallations quick and easy. Elim- 
inates complications and ends 
fussing with nuts to tighten. 


is 


LS 





. in Material and 
Connecting Time 






Approved by Underwriters Laboratories 





TAs ————= 


ONLY ONE TOOL NEEDED! 


Costs you only $1.25 for the patented 
B-M indenter (12” size handles 80% 
of all _§ installations). Just two 
squeezes, and you have a smooth, 
neat connection. No other tools re- 
quired. This tool can save you 
many times its cost on the first job. 


Distributed by 


CLIFTON CONDUIT CO. 
Jersey City, N. J. 


GENERAL ELECTRIC CO. 
Bridgeport, Conn. 








STRONG, NEAT CONNECTIONS 


You welcome the speed and ease that 
the B-M system puts in your hands. These 
fittings give you complete. well finished 
work in a hurry—on all average jobs 
(they‘re non water-tight). 








The STEELDUCT CO. 


nares, ENAMELING 
Youngstown, Ohio Sitsbann , 8. 


Pittsbu Pa 
ENAMELED METALS TRIANGLE CONDUIT & 
Pittsburgh, Pa. Elmhurst, New York City 





“Se, Sn. “SRR, SERN. NEE. 


IN ARMY, y, NAVY 


oR INDUSTRY 
| BENJAMIN SIGNALS 1 


r 
' Get Attention visher 


os 
ee eS eS eS TS 


n> > 


Benjamin Heavy Duty 
Weatherproof Howler 
provides an excep- 
tional sound volume 
with a distinctive 
tone easily audible 
in any din 





Benjamin Industria! 
Sirensare widely used 
as fire, burglar and 
warning alarm, 
trouble indicator 
and hours of work 
signal. 








Benjamin Industri 
al Buzzers for fac- 
tories, offices of 
mines have a dis- 
tinctive tone easily 
audiblewhen noise 
is not excessive 





Benjamin Bells and 
Chimes can be adjust- 
ed to provide soft, 
medium or loud 
tones for any spe- 
cific industrial or 
commercial loca- 
mon 


Widespread use of Benjamin Signals, Horns, Bells and Buzzers in Industry 


and Commerce is due to: 


1. Greater signal audibility. 


2. Simple construction that per- 
mits quick installation. 


3. Long lived durability. 


4. Design for easy servicing. 


Send Now for Benjamin’s FREE Signal Manual that shows why It Pays To 
Feature Benjamin Signals! Benjamin Electric Mfg. Co., Dept. GG, Des 


Plaines, Illinois. 





INDUSTRIAL 
Ni AMIN SIGNAL EQUIPMENT 


Distributed Exclusively Through Electrical Wholesalers 
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PHOTO-ELECTRIC RELAY 





Sun-Switch, new photo-electric relay for 
lighting and power, used to control 
electrical circuits. Operation is auto- 
matic. Applicable to aircraft beacons 
airport lights, factory lighting (indoors 
and outdoors) etc. Operation is from 
110 volts, 50 or 60 cycles, a.c. United 
Cinephone Corp., Torrington, Conn. 


veenrne’*® WHOLESALER’S SALESMAN 





WELDER 








"Weld-Master’, a.c. electric arc welder, 
is simple to use. Welding range is be- 
tween 20 and 175 amperes, has two volt- 
age adjustments (45 and 70 volts). Ap- 
plicable for small machine and black- 
smith shops, garages, sheet metal shops, 
building construction jobs, etc. Ideal 
Commutator Dresser Co., 1047 Park Ave., 
Sycamore, Ill. 
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(Continued from page 29) 


ted by A. L. Wilkinson, vice pres! 
lent in charge of sales. Mr. Wilkinson 
1 that fall plans were built around 

theme “Quality Quins”—five of 
‘company’s most popular appliances 
singled out for special promotion. He 
Jso spoke on “Utility, Dealer and De- 
partment Store Selling,’ outlining 
possibilities for further increasing 
sales through these channels. 

Merchandising and advertising plans 
were discussed by W. R. Freeman, 
issistant general sales manager, and 
Franklin Owen of Kenyon & Eckhart 
\dvertising Agency. 


* y ¢ 4 
—= © 2 


Qur Authors This Month 


F. D. Crowther bats right down his 
wn alley when he writes on flood- 
lighting. He is sales manager of 
G. E.’s Lighting Division at Schenec- 
tady, is constantly in touch with what 
is being done to meet plant lighting 
problems 


Henry Kobick applies his long-term 
contact with the electrical industry 
and his knowledge of the where, when 
ind how of intercommunication instal- 
lations to his job as sales manager of 
The Webster Electric Co. 


S. A. Martin. Long standing acquaint- 
ince with the problems of electrical 
wholesalers has fitted S. A. Martin, 
merchandise manager of Automatic 
Electric Company, to give straight-to- 
the-point dope on selling private phone 
systems. 


E. V. Platt and C. J. White. The 
naterial on the subject “Sell Time 
Switches for Plant Protection” repre- 
ents a composite of thoughts, ideas 
ind suggestions gathered from dif- 
erent sources. However, the bulk of 
the material must be credited to Mr. 
KE. V. Platt, vice president of the Para- 
ron Electric Company, and to C. J. 
White, president of the Tork Clock 
Company. 


Albert A. Schuhler. Considered a 
joneer and an authority in the elec- 
rical industry, and particularly in the 
ield of signaling, Mr. Schuhler is 
varticularly well fitted to sum up elec- 
rical means of stopping the saboteur. 
{fe is general sales manager of the 
Schwarze Electric Company. 


Craig Walsh, who writes on the photo 
‘lectric cell in plant protection, is As- 
sociate Editor of Electronics, a 
McGraw-Hill publication which covers 
he field of electronic control in in- 
lustrial processes. 
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SPECIFY FLUORESCENT LAMP BALLASTS 
BY CHICAGO TRANSFORMER 


Never before has the right light been so important for a 
right job. 

With American industry geared to a staggering production 
pace, there's no time for lighting failures to disrupt sched- 
ules—for faulty lighting to endanger accuracy and safety. 
That's why Ballasts by Chicago Transformer are used in more 
industrial Fluorescent Installations every month. For Chicago 
Transformer Ballasts mean dependability where light counts 
most—Dependability assured by laboratory tests for heat 
tolerances, Watt delivery control, hum requirements, and 
wave shape tolerances and long lamp life. Write for new 
bulletin FBB-0430, giving full details on the entire Chicago 
line today. ' 























COOPERATE WITH 
THE 
DEFENSE PROGRAM 


Substitute P & § 
New Process Plates 
for Brass Plates 











Brown-X 


good looking—with 
all the sturdiness of 


brass plates 


A COMPLETE LINE 


Catalog on Request 

















Pass & Seymour, Inc. 
SYRACUSE, N. Y. 


Moved from Peoria to Nela Park 
as a member of G.E.’s Western Sales 
Department is J. A. Buckley. Hor- 
ton Brockway, formerly with the Indi- 
anapolis sales office has moved to 
Peoria to take over Buckley’s job as 
sales representative, and J. F. Orr 
moves from the Midland Division at 
Chicago to take over Mr. Brockway’s 
duties. 


Lester (Les) C. Watson, who has 
been associated with Trumbull Elec- 
tric Mfg.’s Boston office since it 
opened, has been appointed special 
representative assigned to motor con- 
trol sales. Wm. (Bill) A. Edwards 
has been appointed field representative 
of the same office. He has_ behind 
him thirteen years’ association with 
the company’s Plainville factory. 


Richard D. Bradley steps into new 
responsibilities as director of sales and 
engineering for Day-Brite Lighting, 
Inc., St. Louis. He had been field 
engineer for Westinghouse lighting 
division at Detroit 


Recently appointed merchandise 
manager of the Southern Electric Sup 
ply Corp. at Houston, Tex., is H. G. 
Busby. He came from a connection 
with the Southwest Theatre Equip- 
ment Co. J. C. McDaniel who had 
held down the job of counter salesman 
now is city salesman 


New southern representative of Sey- 
ler Manufacturing Company is Harry 
Biglin, of Atlanta. 





TRANSFERRED. R. D. Yoder, of 
Cutler-Hammer, is now working with 
wholesalers and their customers in 
the Cincinnati territory. He was 
formerly at headquarters in Mil- 
waukee. 











ACCURATE 


over a quarter 
century, meeting 
all taping requirements 





FAGL GOI 44% 





ACCURATE 
QUALITY 


. has stood by wholesalers for more 
than a quarter of a century in building 
bigger business for wholesalers and their 
salesmen . . . increasing-customer good- 
will . . . protecting you against cut- 
throat competition and decreased prof- 
its. Accurate Friction Tapes are strong, 
well-impregnated, highly adhesive and 
non-raveling. They are made by tape 
specialists . . . who make tapes exclu- 
sively. Sell the entire Accurate line with 
confidence. 


VACCURAT E 


ALBATROSS Friction Tape 

ACCURATE Blue Tape 

ACCURATE Specification Friction Tapes 
ACCURATE Super-Service Friction Tape 
ACCURATE Rubber Tape 

ACCURATE Specification Rubber Tapes 
ACCURATE Super-Service Rubber Tape 
ACCURATE Speed Splice 


WAREHOUSE STOCKS: 


New York Boston Dallas 


Atlanta Detroit Philadelphia 
Los Angeles San Francisco Chicago 
Pittsburgh Cleveland Buffalo 
Seattle Baltimore 


Exclusively Tape Manufacturers 


for over a quarter of a century 


JRATE MEG. 
~ GARFIELD, | Nd 
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Right now... 
help prevent 
sabotage ... 
and increase 
your sales. 
Feature 
Paragon 
Automatic 
Time Switch- 
esand Timers 
for numerous 
plant protec- 
tion purposes. 














G Series 


For instance—(1) To control 
flood lighting systems, (2) to 
enclose the power control of 
machines and thereby prevent 
tampering, (3) to insure .. . in- 
dependently of the worker . 
the control of vulcanizing, heat- 
treating and other processing, 
(4) to enable each worker to 
attend more machines, etc., etc. 





Paragon manufactures a time 
control unit for every job. “Ifit's 
timed, Paragon can control it.”’ 


Paragon units offer generous 
profit margins... are in demand 
because of extensive national 
advertising . . . are precision- 
built and durable. They build 
repeat business for wholesalers. 
Send for catalog and discount 
sheets. 


PARAGON ELECTRIC CoO. 
103 So. Dearborn St., Chicago, III. 











Paragon 











Paragon 
TIMERS. 
for PLANT. : 
DEFENSE 


The Quadrangle Manufacturing Co., 
of Chicago has appointed Leo P. 
O’Brien, of New York, to handle sales 
of the company’s reflectors for indus- 
trial lighting. 


Now handling parts, tubes, radios, 
refrigerators and special deals for Co- 
lumbian Electric Co.’s Greater Kansas 
City territory, is Russell Hershey. He 
was formerly with Montgomery Ward. 


W. A. Karick has been promoted 
from inside work to the sales staff of 
G.E. Supply, Cincinnati. E. Bockhorst 
also a newcomer to the outside 
sales organization. He was with John- 
son Electric Supply, that city. 


MORE FACTS 
ON PRODUCTS 





Control Equipment—Condensed Cata- 
log 411 contains over 90 pages of 
specifications, illustrations, and ma- 
terial descriptive of electric products 
made by Bull Dog Electric Products 
Co., Detroit, Mich. 
















Displays— For dealers’ use, Steber 
Manufacturing Co., 1020 W. Adams 
St., Chicago, Ill., has issued bulletin 





No. 201, illustrating and describing two 
display boards of floodlights and a 
“ferris wheel” display of reflectors 
and coverlites. 













Door Chimes—Bulletin No. 99 of the 
Auth Electrical Specialty Company, 
Inc., 422 E. 53rd St., New York, de- 
scribes manually operated door chimes 
which the manufactures. 








company 






Fluorescent Equipment — Descriptive 
Bulletin No. 245 published by Mitchell 
Mig. Co., Chicago, IIl., new 
fluorescent kitchen unit display, featur 
ing their fluorescent kitchen fixture 


Model No. 2052. 








covers 









Fluorescent Units—Comprised of 8 
pages, loose-leaf Bulletin F-47, obtain- 
able from Day-Brite Lighting Inc., 
St. Louis, Mo., lists a line of fluores 
cent troffers for use with acoustical 
ceilings of Tee-Bar snap-in block 
construction. 






















Motors—lIllustrated booklet GEA-3580 
gives highlights on design, construc- 
tion, and application of Tri-Clad in- 
duction motors, is obtainable f 


trom 
General Electric Co., Schenectady, 
N. Y. 















Switches—Leaflet No. 
distributed by General 
Schenectady, N. Y., presents line 
of CRI1061 manual = motor-starting 


GEA-2234C, 
Electric Co., 











BUILDERS OF 
CONTROL INSTRUMENTS 
SINCE 1905 
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switches with illustrations, construc 
tion details, operating principles, and 
dimensional data. 








FIRE 
ALARMS 





ae 
PROTECTION 
of LIFE 
and PROPERTY 


a 
4 





Couch Fire Alarm 
Systems* offer the 
Electrical Trade an 
opportunity for 
Service to Industry 
at a time when Fire 
Protection is a Vital 


Necessity. 


*Approved by Underwriters’ Labo- 
ratories Inc. 





S. H. COUCH COMPANY, INC. 


NORTH QUINCY, MASS 
Sales Offices in Principal Cities 


Established 1894 





Manufacturers of 
Telephone, Code Call and other 
Communication Equipment. 







































































The MOST COMPLETE 


LINE OF 





Parallel and 90° taps—and com- 
binations—for the widest variety of 
applications. For conductor sizes up 
to 1,000,000 CM. 

Now you can select from a really 
complete line of standard and 
special taps. Carefully designed— 
made right—and giving excellent 
service to all classes of users. 


LAMA Aa Ve 


* PUM: Mele SOASRANNES 
‘ 


- 
Pry yy wy 
Gutter 
Tap with 
Bakelite 
«over. Insulating covers can be fur- 
nished for all types of Penn-Union 
Cable Taps. 





’-Way Gutter 
Tap; main 
ind branch 
sizes 8 tO 
1.000.000, 








Two Separate Parallel Taps to a con- 
tinuous main conductor. 


( om bination 
Cable Tap; 
one branch 
tap parallel 
to main, and 
one at 90°, 






And many more 
—write for the 
PENN - UNION 
Catalog. 


The Most 
Complete line of Service Connectors 
Terminals—and thousands of other 
fittings, for all requirements. 
Penn-Union is the choice of lead- 
ing utilities, “industrials,” and man- 
ufacturers of electrical equipment. 


Sold by Leading Jobbers 


PENN-UNION 
ELECTRIC CORPORATION 
ERIE, PA. 


UNION 


Conductor Fittings 



























Ventilators — Released by <Autovent 
Fan & Blower Co., Chicago, Circular 
6000 illustrates and describes their 
Coolvent Attic Fan and Autovent 
Kitchen cabinet ventilator. 


Wiring—Offered by National Electric 
Products Corp., Pittsburgh, Pa., 12- 
page booklet, form No. 445, covers 
company’s “Four by Four Wireway” 
for industrial use, includes construc- 
tion details, catalog data, installation 
and dimensional data, prices 





SIGNING HIM UP. Phil Meyerson, 
right, of U. 8S. Electrical Supply, 
New York, looks over residential 
fixtures made to ALEA_ standards, 
likes them, buys a selection from Lou 
Stark of Markel Electric Products. 


OBITUARIES 





Guy A. Barker 


Guy A. Barker, manager of the elec 
trical products and public utility de 
partments of Johns-Manville, died 
June 18 soon after suffering a hear 
attack at his home in Scarsdale, N. Y. 
He was 50 years old. 


Mr. Barker had been with Johns 
Manville since 1921, when he started 
asa sales engineer. He advanced to Pa 
cific Division sales manager, then to 
Chicago district sales manager. In 
1933 he was transferred to New York 
as manager of electrical products. Mr. 
Barker took over the added responsi 
bility of the public utility department 
in April of this year 


Born in Palmer, Nebraska, he gradu- 
ated from the University of California 
in 1914. Prior to joining Johns-Man- 
ville, Mr. Baker was associated with 
the Pacific Gas & Electric Co., was 
chief engineer of Central Teresa Sugar 
Co., Cuba, and chief mechanical engi- 
neer of the Industrial Accident Com- 
mission of California. 











I like to sell TRICO 
because: 


e@ The powder-packed 
element is not interchange- 
able with ordinary 
“‘bare-link"’ types. 

@ | get all the repeat business 
on fuses and elements. 

e All price competition is 
eliminated. 

@ My customers get THREE 
TIMES THE SERVICE 
because each element is 
custom built. 

e TRICO'S “Thru the 
wholesaler” policy defi- 
nitely protects my profits. 


SELL TRICO 








TRICO FUSE MFG. CO., Milwaukee, Wis. 





WHOLESALER’S SALESMAN — July 1941 





TRICQ- =x: 


FUSES 


STOP WASTED KILOWATTS-AND WASTEFUL SHUTDOWNS 








LIBERTY LEADS 
THE NEW 


PLAQUE LINE 


Sell them for 
their beauty 
.. install them 
for service! 





ae PL-12 and 
Sup 
siled with 10 volt 
mechanism less 
transformer. Op 
erates through 
400 feet of an 
nunciator wire 
Mounting space 
46” long x 
wide for 
Floral Design 


71" 
7% 





ME, hae 
PL-13 


Here are chimes to fit the times 
. . . New, beautiful wall decorations, 
easy to sell, a pleasure to install. 





*E. 

Porcelain covers, with hand painted 
Model PL-2 and colors fired in, add distinction and 
PL-3 — Supplied sales appeal. Quality mechanism, plus 
with 16 volt 2 coil pleasantly toned chime tubes, add te 
mechanism and its value. Sell them for beauty, instali 
transformer them for service. Write us for details 
Mounting space, on all types of LIBERTY chimes 


Carriage Design prices, discounts, etc. Also other 
— 42” long by LIBERTY products . . . doorbells, 
9%” wide. buzzers and other signalling devices. 




















LIBERTY BELL MFG. 
eC 


MINERVA 






OHIO 



























ADVE SERS’ 
REPRESENTATIVES — 


INDEX 


WANTED “ 
a 


Adam Electric Co., Frank.. 

Inside Back Cover 
Long established signal American Automatic Elec. Sales 
DUE ands eaddeeh ak ces Wee en 

















Ss and telephone manufaec- Pile tres as" > anda ae - Pyiet with Midget Triploc plug and receptacie 
Ss turer, expanding lines and Arrow-Hart & Hegeman Elec. Co. 10 
sales organization, has sev- a Y ) % i S 
Rise aaa B 
ral good open territories 
; e e od eo te t . Benjamin Elec. Mfg. Co. ree: 
for sales representatives Briegel Method Tool Co... . 56 ‘ the improved heavy duty 
with technical experience in a en coe sree Sn s>----- duit fitti 
4 A Bussmann Manufacturing Company condaul ttings. Standard and 
selling engineered systems Back Cover Explosion-proof types 
to industrial-commercial-in- . e 
stitutional market, as well Chase Shawmut Co... Foetal The improved design of Pylets makes 
as jobbing lines to trade. Chicago Transformer Corp........ 57 it easy to doa better wiring job—and 
pan & hgh H.......-. = that’s what you and your customer 
State territory now cov- a ee Se See Se... 2 both want. 





Cutler-Hammer, Inc. 






ered, manufacturers repre- Inside Front Cover, 9 a 
sented at present and how ‘ PLUGS AND RECEPTACLES 
long with each. Day-Brite Lighting, Inc......... 33 VAPORTIGHT FIXTURES 
FLOODLIGHT PROJECTORS 
Write Signal, F AIRPORT LIGHTING EQUIPMENT 





Fleur-o-lier Mfrs . e 
Fullman Mfg. Co.. : 53 Write for bulletins 
Box 71, 


c/o Wholesaler’s Salesman, G THE PYLE-NATIONAL 
330 West 42nd Street, General Cable Co...... ee .. COMPANY 






















New York Citv General Electric Co........ <<a 
: (Bridgeport) 1344 North Kostner Avenue 
General Electric Co. (Nela Park) 
ate CHICAGO, ILLINOIS 















Guth Co., Edw. F. S  aierlasin ate 15 






















H 
@) Hazard Ins. Wire Works Div 16 
tr Hygrade Sylvania Corp 4, 35 
: \ I 
, m Ilsco Copper Tube & Products | 
iseeeksaetapedwaadbeke 61 
Colortops sell EMC. ...-+. HAVE YOU TRIED 





fast . . . attrac- 
tive safety top— 
(no metal, no 
shocks—no glass, 
no cuts) . @ 
color for every 





J 


co ‘ The New Ilsco Lugs? 







Jefferson Elec. 





































~ and a al L 
color display : — ' 60 
bez thet really Liberty Bell Mfg. Co 
cole. COLOR TELLS SIZE ff - 
FOR MORE PROFITS EYE-APPEALING : 
SELL COLORTOPS SALES-GETTING Maer Ce. s5ccs. : ; oe 
Always “THRU THE WHOLESALER" Mitchell Mfg. Co tate . 24 










Wis 





Milwaukee, 





TRICO FUSE MFG. CO. 













































Oo 
ay Okonite CO. ooo © || BUILT FOR OVERLOADS! 
A long established and highly | p , 
organized manufacturer’s Sales | we - The new design—as passed 
“4 Representative in Pittsburgh, tans & Gee “ooshiagaean te lal pa by the Underwriters’ Labo- 
4s Pennsylvania = efficiently sell | Penn Union Electric a ee ratories May 1, 1940. 
sal one or two additional lines of | Silty Satins Ce . 
nd high quality electrical material > ; esieest * oe ae MAIL : 
of national acceptance pro- | eS ee eres tre te GENTLEMEN: COUPON: 
o duced by a manufacturer who R SEND ME new Catalog & Sample! TODAY : 
a0 sells exclusively through the | : 
“4 wholesaler. Strictest investiga- | Radiant Lamp Co.......... : 54 NG sins s cs ickk neces tentseiqsesesseasse : 
es. tion is invited as to knowledge / : 
a of the Industry, established S Fir ..++02-sercecsesserseres : 
= distribution, and financial re- Square D Company............... 6 : 
shehs EE: ki ns0e acces ccsnvsqasceeees . 
sponsibility. H 
= T : 
" ye Ce OBE Dio scccccccccnsceccessieseoveescs $ 
/ wae “no 4 Trico Fuse Mfg. Co.... 60, 61 : 
c/o olesaler’s Salesman 
330 West 42nd Street w ILSCO COPPER TUBE 
New York, Mc Be Webster Electric Co... setae a AND Pp R Oo B) U - TS ° INC. 
"629 MADISON ROAD --=— CIN.,O. 
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MEN 


your should. hrvou 





OBERT A. STOTT, president 
of Tri-State Electrical Supply 
Company, with headquarters 
at Hagerstown, Md., and branches 
at Cumberland, Md. and Roanoke, 


Va.. has 


one basic principle namely : 


built the organization on 
to pro- 
vide engineering service and advice 
in combination with the actual sell 
ing of electrical products. How that 
principle has worked for Stott and 
associates may be quickly judged 
by contrasting the original Tri- 
State setup of 1927 with that of the 
present time. 

When the business 
Mr. Stott and 


was started, 
three others 


Now 


Tri-State 


two or 
comprised the organization 
37 people go under the 
banner, 

Service, as he explains it, is some 
thing more than getting orders 
delivered accurately and promptly 
Kor also included in his interpreta 
tion is the rendering of complete 
engineering help to both contractor 
industrial accounts. Mr. Stott 
firmly that 
service-selling 


and 


believes this type of 
establishes the 


that 


sort 
of reputation creates tough 
competition for those who have only 
price to discuss, and offer nothing 
beyond that. 

Obviously, a good electrical back 
ground is necessary if the whole 
saler is to offer technical advice to 
In his own case Mr. 
experience both at 
held. Prior to 


entering college he spent more than 


his customers. 
Stott gained 


school and in the 


62 


ROBERT A. STOTT, of Hagerstown 


He builds profitable volume through 


selling a service, 


construction 
Columbia. 
during summer vacations, between 
Cornell Lehigh, 
where he studied electrical engineer- 


a year on electrical 


work in. British Then 


semesters at and 
ing, Stott helped put up power lines 
Midwest. 


Following 


in the 
graduation he spent 
four years in New York City (with 
the exception of nine months in the 
army) building power equipment 


a: fF. After that 


he served with two different utility 


for the Subway. 
companies as an engineer, before 
tting into wholesaling. 

\t first Mr. Stott did all the sell- 
ing, but soon inside duties demanded 
so much time that he brought A. S. 


re 
x4 


Gonder in to do some outside selling 
and particularly to cover the distant 
points. Gonder made a_ colorful 
figure as he traveled the territory 
on a brilliant red Indian motorcycle, 
and 
Another 


Crouch 


gathering plenty of attention 


business at the same time. 
Tri-Stater Mr. 


early was 


in addition to products 


who continues to sell in the Virginia 
territory. 

\ll members of the sales force 
have college training and/or prac- 
tical experience in contracting work, 
consequently these men are definitely 
qualified to help their customers 
with engineering problems. 

As president of the company, 
Mr. Stott has put some practises to 
work that should be of interest and 
value to others. Here are a few of 
the highlights : 

(1) Employees sick 
leaves, vacations with pay, a bonus 
(2) the 
company pays for Social Security, 
keeps a group insurance plan in 


receive 


based on company profits ; 


force; (3) at least one large social 
event is held each year for the staff. 
An example was a trip for all em- 
ployees to the opening of the 
house; (4) 
receive fixed salaries, plus bonus 


Roanoke salesmen 


based on volume, profit and quota, 
plus bonus on collections. 
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